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Ideal Combination for Barn Doors 


A set of National Big 4 Hangers and National Braced Rail. 
Thousands of dozen sets may be found in daily use in every part 
of the country, all giving extremely satisfactory service, building 
good-will for the National line and attracting lots of new business 
for National dealers. 


For the Big 4 Hanger is made entirely of steel and provided with 
anti-friction steel roller bearings which make it particularly easy- 
running. 


It holds the doors just rigid enough to take up any vibration, yet 
flexible enough to prevent damage to the door should anything 
bump against it. 


And “Big 4” is fastened to but one side of the door, which makes 
it much easier to attach than the clevis style. 


Moreover, our Braced Rail can be erected with less effort and 
in half the time of other rail. The brackets are only 12 inches 
apart and double riveted, making it very rigid. The holes are 
staggered so the screws will not go into the same grain of wood. 


You cannot sell a more satisfactory set than National Big 4 
Hanger and National Braced Rail. 


Get our catalog and prices. We supply you direct, which means 
you buy at a saving and sell at a better profit. 


National Mfg. Company 


Sterling Illinois 
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The Hardware Man in Mammoth Cave 


Kentucky’s Wonder Was Visited by Convention Dele- 
gates and Outing Was Enjoyed—Philosophical Guide 
Cracks Jokes and Tells Information with Abandon 


TT HE Mammoth Cave of Ken- 
tucky is a real underground 

summer resort. If you don’t 
believe it ask some of the 250 hard- 
ware delegates who explored its cool 
depths on the day following the Na- 
tional Convention at Louisville. Most 
of us have dreamed of the Mammoth 
Cave since our school days. We have 
imagined it to be a hole in the ground 
inhabited by bears, lizards and 
blind fish. Some of us even expected 
to find the stray corners filled with 
feudists and moonshine stills. Now 
we know the real truth. The Mam- 
moth Cave is a perfectly proper cave, 
bigger than our dreams and more 
rough and rugged than our antici- 
pations. In fact, it seems like a cross 
between the New York subway and 
the palace of wonders. 

From the time the hardware dele- 
gation . reached _ the famous Blue 
Grass City, they began getting an 
earful of Cave history. The warmer 
it got the better that Cave stuff 
sounded. Naturally there was a 
rush for excursion tickets at $8.88 
per. For two nights prior to the 
trip we dreamed of that big hole in 
the ground. We caught enough blind 
fish (in our minds) to feed the 
whole delegation; and some of the 
more hardened of us saw visions of 
moonshine in places where nothing 
shines but the guide and the lan- 


terns. 





By LLEw S. SOULE 


Be that as it may, we were up 
bright and early when the great day 
came, and were soon comfortably 
seated in the coaches of the Louis- 
ville & Nashville Railroad. At 8:30 
a. m. we pulled out of the city and 
the next three hours were spent rid- 
ing through the beautiful Kentucky 
hill country toward Glasgow Junc- 
tion. There we disembarked and 
crowded ourselves into the side seat 
coaches of the pre-historic cave rail- 
road, a dinky little narrow-gage road 
that hauls the tourists the last nine 
miles of their cave trip. Our train 
was pulled by a miniature locomo- 


_ TWO BIG WONDERS 


The mammoth cave and 
the mammoth Retailers Con- 
vention were both visited by 
Llew Soule last week. Here 
is the story of one of the 
marvels of nature told only 
as Llew himself can tell it. 


ULLAL 
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tive, posing under the title of Her- 
cules. Believe me, it needed all the 
prestige of that name to get that 
jolly hardware bunch over the in- 
clines. However, it came through as 
per schedule and soon we were sit- 
ting down to a substantial luncheon 
(included in the $8.88) in the primi- 
tive hotel which guards the entrance 
to the Cave. 


All Dressed Up 


We ate hurriedly like the small 
boy on circus day, then filed out to 
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the offices where we were outfitted 
for the Cave trip. Can you imagine 
250 sober hardware men and women, 
garbed in misfit denim suits and red 
bandana turbans? If you can, then 
you have a mental picture of us as 
we assembled for the start. There 
was an overdraft on men’s cave suits 
early in the game, and several of 
us were decked out in the kind of 
knickers usually allotted to the fairer 
and gentler sex. There is a red 
stripe around my mid-section yet 
where I tried to accommodate myself 
to a 22-inch waist band, and Bob 
Murray looked like an overgrown 
Kewpie in the combination garment 
he fell heir to. 


We trudged through the hot sun 
for about a quarter of a mile, down 
a flight of wooden stairs and past 
the gallery of souvenir sellers to the 
Cave entrance where an enterpris- 
ing photographer made the usual 
farewell pictures. The Cave is not 
equipped with- electric lights. In 
fact, it is still very much as it was 
when Bill Hutchins of Kentucky his- 
tory first chased a bear into its cool, 
dark depths. Aside from a few 
bridges and ladders, Bill would still 
recognize his old hangout. In every 
essential respect the visitor to-day 
sees the same features, the same an- 
gles, the same crystals—and some 
say the same guides as those who 
first found excitement and beauty in 
its realms. 

We were equipped with open lan- 
terns—that is we men were. Our 
guide says, “Wimmen are so bright 
they don’t need no lights.” Then we 
passed down the entrance stairway, 












Successful Retailers from All Over Attended 

















Tom Dixon, Charlotte; W. W. Watt, Charlotte, 
and J. M. Anderson, Columbia, S. C. 

















T. J. Thielman and Chas. Ladner, St. Cloud, Minn. 




















G. A. Pauly, St. Louis, 


Mo. 




















Mrs. McGuire and P. A. McGuire, president 
of the Louisiana Association; R. D. Nibert, 
secretary, Louisiana Association Mr, and Mrs. Robert Murray, Honesdale, Pa. 























Left to right: W. E. Downs, Lafayette, Ind.; H. R. Minnich, Union City, Ind.; B. G. Shanklin, Frankfort, Ind.; A. 
G. Broadie, Williamsport, Ind.; G. F. Sheely, Argos, Ind.; G. E. Daugherty, Princeton, Ind. 
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the Convention and Learned New Sales Ideas 

















“The” men from Michigan 























B. dé. Durham, Danville, 


Ky. Left to right: H. A. Cornell; Harry D. Kaiser, Philadelphia; 


Sharon E. Jones, Pittsburgh; R. J. Atkinson, Brooklyn; F. H. 
Goodfellow, Altoona, Pa. 
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Bill Waddell, Greenville, Tenn., and Fred H. Young, 
Lake City, Fla. 
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Left to right: F. T. Wallace, Central City, Ky.; J. S. Ogden, 


Ashland, Ky.; Mary Wallace, Central City, Ky.; John Soter, 
Frankfort, Ky. 
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‘ Left to right: G. A. Gutman, president, Californi 
John B. Torrance, Batavia, N. Y., and Chas. J. Fix, Association; H. L. Boyd, Los Angeles; LeRoy S) 
Buffalo secretary, California 


yt 


a | 
~ 











56 


a colored boy lighted our lanterns 
and we were off. 

It wasn’t exactly what we ex- 
pected, but equally as good. For 
about 15 minutes we trudged through 
the semi-gloom along what the guide 
termed “Broadway.” 


Just Like Broadway 


Hugh McKnight thinks it derives 
its name from the bright lights and 
the condition of the pavements, and 
he may be right. All along the way 
we gazed at hand-made monuments 
erected by former ambitious cave 
pilgrims. Sharon Jones says they 
were built on the way into the Cave 
because nobody would ever be ambi- 
tious enough to tackle the job after 
he completed the route. Well, any- 
how: We finally reached the main 
cavern where the various established 
routes originate, and the guide let 
us in on a few cave secrets. It seems 
there are four routes, and we were 
billed for number one. We were to 
stick close together—no need to tell 
us that—and reserve our questions 
for the rest periods. Our guide an- 
swered to the name of Lewis, and ac- 
cording to his own confession he has 
served 24 years in his present <a- 
pacity with an average of three trips 
per day. He was a keen, wide-awake 
mountaineer, with plenty of good 
native wit in reserve. We started 
with a winding descent to the wine 
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cellar. Did we get any wine? Some 
woman of our party asked Mr. Lewis 
where the wine was. He replied: 
“You got the wind coming down the 
stairs.’ That guide was equally 
good on chemical formations. He 
handled such terms as carbon de- 
oxide, manganese oxide, etc., as care- 
lessly as a hardware man does nails. 
He was safe at that—none of us 
knew the difference. 

I can’t remember all the avenues 
and chambers we visited. Suffice it 
to say we were traveling under- 
ground and over rocks for five or six 
hours with new names at every turn. 
We sang as we walked, and it was 
good singing, if we do say it our- 
selves. Even Joe Bevis of Cincin- 
nati sang lustily as he navigated the 
trying narrow curves of “Fat Man’s 
Misery.” We all stooped a little as 
we passed through the valley of Hu- 
mility, and Harry Kaiser of Phila- 
delphia still carries a mark on his 
classic forehead to remind him of the 
time he forgot his humility and 
raised his head a little too soon. We 
had a slight jar ourselves, but provi- 
dence was good and our bump came 
on the back of the cranium where 
the hair protection was good. How- 
ever, we saw a few stars not on the 
official map.. If we ever take that 
trip again, yours truly will wear a 
foot ball suit, a head harness and 
shin guards. We passed by the Dead 











The entrance 
to the cave. 
Looks like the 
subway at that 
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Sea and almost brought it to life 
with our shouts. Likewise we saw 
the River Styx, and gave Guide 
Lewis another opportunity. He told 
us the water in that stream never 
gets out of the Cave because the 
river sticks (River Styx). 


Dry, Even In a Kentucky Cave 


Mainly the Cave was dry—I mean 
it literally. There was dampness in 
spots, and some places where a little 
mud was in evidence, but most of 
the time the way was dry. It was 
hard going many times over rocks 
and gravel. There were numerous 
narrow passages and low-hung ceil- 
ings. Always we felt the gran- 
deur of this remarkable cave, worn 
through the rocks in ages past. We 
saw caverns absolutely sublime, dec- 
orated with massive stalactites and 
stalagmites. The stalactites hang 
from the ceilings and are longer than 
their friends the stalagmites. Why? . 
Well, Lewis says they have the drop 
on them. 

It is practically impossible to de- 
scribe the things we saw. It was 
grand, impressive, beautiful and at 
times ghostly and uncanny. 

So we wandered on down and down 
until we came to the landing where 
the boats ride on the bosom of the 
famous underground Echo River. As 
we waited for the party ahead of us 
to get back, we listened to the music 
of their voices as it echoed through 
the age-old caverns where ‘the curi- 
ous river flows. Finally they landed 
and our party embarked. The boats 
were long and wide with flat bot- 
toms and seats along the sides. The 
guides propelled them by pushing 
their rods against the low ceilings 
and sides of the rock caverns. The 


water was clear as crystal and as 
cold as ice. 


The scene was beauti- 

















Mrs. Fred Ruhling, Chicago; Bill Bit- 
tel, Peoria, Ill.; Mrs. Ed Meier, Chicago 


ful beyond description. We rode 
with the current for nearly half a 
mile, then turned back toward the 
landing. Before we started back, 








July 7, 1921 


however, we tried out the famous 
echo. The “ee-hee-oh-hoo” of the 
guide reverberated through the cave 
and came back to us with the volume 
and tone of a giant pipe organ. It 
had a harmony and beauty not 
equalled by any note from man-made 
instrument, and one that seemed to 
find its response in the hearts of 
those who listened. 


The Cave With the Corkscrew 


Echo River, 360 feet below the sur- 
face of the earth, will live long in 
the memory of those hardware men 
who rode on its current and tried 
its echoes. The guides paddled the 
boats back to the landing, and we 
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No, this is not 
a bad dream, it 
is one of the 
scenes in the 
Mammoth 
Cave. If you 
don’t like it 
this way turn 
it around 




















Dorothea Baker and Mildred Carson, 
Dayton, Ohio 


started the rapid ascent toward the 
Cave entrance. For the first hun- 
dred feet or so it was easy, and then 
—well, for 240 feet we climbed lad- 
ders, crawled through narrow holes, 
twisted around seemingly impossible 
corners and otherwise behaved as no 
sane hardware crowd ever behaved 
before. The Mammoth Cave is a 
natural optimist—it still has its cork 
screw. We know because we fol- 
lowed it from the tip to the handle. 
Some of the lanterns had gone out, 
but there were stock guides with 
lights in the worst places. One lady 
of our party lost a perfectly good 
husband in the shuffle, but he turned 
up at the finish. Finally, after a 
climb that exhausted both strength 
and lungs, we popped out through an 
opening and down a flight of stone 


steps into the main cavern again. 
We rubbed our eyes—yes, it was the 
identical place where we started on 
route No. 1. There were benches 
aplenty, and they were all utilized, 
as we waited for the stragglers to 
finish the cork screw. Then we wear- 
ily plodded back that mile to the Cave 
entrance. Did we build a monument? 
I’ll say we did not. There wasn’t 
even a suggestion from Ed Healey or 
Charlie Woodward to that effect. We 
were hitting the Cave trail back to 
salt pork and sunlight, and there 
were mighty few delays. 

It was hot when we came out into 
the full light of day again. Those 
hours of delicious coolness were paid 
for many times over in the first few 
moments after we emerged from the 
Cave. That trip back to the board- 
ing house was the longest quarter 
of a mile I ever traveled and the 


hottest one. Oh, Boy! But when 
we had discarded our cave suits, 
scrubbed our hands and faces, and 
put away another wholesome meal, 
the old world looked pretty good 
again. The trip back to Louisville 
was quiet and uneventful. We were 
tired but happy. We had seen the 
Mammoth Cave. We had lived out 
our childhood dreams. We wouldn’t 
go through it again for a hundred 
dollars, but we wouldn’t have missed 
the trip for a million. 

Our hats are off to Kentucky. It 
has hospitality, good fellowship, fast 
horses and beautiful women. Also 
it has the Mammoth Cave, big enough 
to house the population of the whole 
State with the hardware bunch of 
the U. S. thrown in for good meas- 
ure. 

Some Cave! As Guide Lewis puts 
it: “Fil say it is.” 

















Delegates from Minnesota 
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Ladies of National Retail = 


Nearly two hundred ladies were in attend- 
ance at the nationa! convention in Louisville 
this year 














W. W. Watt, Charlotte, N. C.; George Gray, Co- 
shocton, Ohio; J. A. Johnson, Middletown, Ohio 








Scott Kendricks, 
Ortonville, Mich. 








Left to right: Miss Martha Meaker, Chicago; Mrs. 
Roy Wilson, Decatur, Ill.; Mrs. H. A. Squibbs, Chi- 
cago; John W. meaker, American Steel & Wire Co. 














Secretary Scott brought a few peaches from Michigan 
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Photo by Louisville Commercial Photo Co, 







All the women present planned the trip to 
Chicago next year when the congress is 
held there 











Mr. and Mrs. Charles Barnes. Mr. Barnes 
i> secretary of the North Dakota Association 











Secretary W. B. Porch, Oklahoma 


























Minnesota bunch talking to a HARDWARE AGE Editor 





W. C. Waddell 


Greenville, 
C. 





HEN the manufacturer fig- 

\ \ ures up his costs of produc- 

tion, adds a reasonable profit, 
and passes his produce along to the 
reliable retailer there is no guess 
work as to what he has made. The 
amount he may make depends en- 
tirely on the volume of business he 
may do. One of the misfortunes the 
retailer has to overcome is that this 
price made by the manufacturer gets 
into cheap catalogue house books and 
other price lists circulated among 
the rural population, but usually on 
goods far inferior to the merchan- 
dise a legitimate retailer would 
handle if he expected to maintain the 
high standing in his community that 
he is compelled to command if he is 
a successful business man. 

The average rural consumer has 
no conception of, nor do they want 
to know, the real facts in the case 
as to city taxes, city rents, clerk 
hire and other terriffic expenses the 
city merchant has to meet that is 
never heard of in the average 18 x 30 
store in the rural districts. Let me 
say right here that the average 
country merchant who makes any 
degree of success or shows earnings 
enough to pay himself a reasonable 
salary, has a great desire to com- 
pete with the man in town who is in 
most cases a real merchant and he 
proves to be a great factor in edu- 
cating the farmer as to just what 
merchandise actually costs. I have 
found that a great many merchants 
think of profit only as the differ- 
ence between what an article cost 
and what it brings. Very few small 
town merchants ever figure a salary 
for themselves, rent for their own 
property, or interest on the money 
invested unless it is borrowed. I 
have had a number of them tell me 
that if they had all that to figure 
against that they had never made a 
dollar. The man who can’t show 
something beyond all these expenses 


is not a profit getter but a _ store- 
keeper. And it is a curse to the 
merchants who have nerve to ask and 
brains to get a difference between 
the cost and selling price that will 
enable him to have a nice difference 
for himself after every legitimate 
expense of the business has been 
paid. 
Other Costs Besides Material 


As to present day high prices of 
hardware it is absolute ignorance 
of conditions that causes any man 
to expect a 12-20 red edge collar pad 
to sell for the same money today 
with cotton worth 8 cents a pound 
as it did in 1912 with cotton at the 
same price. He must know that 
this collar pad is carried from the 
South to North with approximately 
50% higher freight rates and back 
to him; that these pads are made up 
with labor drawing on a general 
average three times as much pay as 
in 1912 and stored in the retail house 
where rent ‘is three times as high, 
and passed over the counter by a 
salesman pulling down $100 to $125 
per month, where in 1912 he got $25 
per month. There are other things 
such as taxes, insurance, phone rate, 
lights, and in fact everything is still 
exceedingly high and the manufac- 
turer, jobber or retailer are abso- 
lutely helpless to change these con- 
ditions for the present. 

Let me say here, that we have 
reduced everything in our store 
with the market and in many cases 
sold goods below the market, believ- 
ing as we did, that the decline was 
going to come faster than it has. 
We have actually lost money, and I 
know it’s being done in our section 
by other retailers and also I am in 
a position to know that some jobbers 
have anticipated declines faster than 
they matured. The consumer in in- 
dustrial centers absolutely have no 
kick coming, and should be made to 
pay the high rates asked them just 
as long as they demand the high 
wage scale they are demanding 
today. 


Labor, Freight and Hotel Rates 


The recent agreement on railroad 
wage reduction, 12 to 15%, was 


absolutely absurd. Till labor, freight 
and hotel rates are in some way 
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Waddell Takes a Wallop at Worry 


Common Sense That Scored a Big Hit at the Recent 
Retailers Congress at Louisville, Ky.—Plain Talk 
on Production Costs and the Retailers Troubles 


reduced we are all strictly up against 
it, and I see no way to help our- 
selves so long as this railroad and 
hotel ring is in our nose with organ- 
ized labor holding of the rope. And 
just so long as organized labor is able 
to hold this rope and keep the fin- 
ished products high and living ex- 
penses up, it is going to be impos- 
sible for business men to very ma- 
terially reduce expense of doing 
business. Our employees. stayed 
with us through the war period, and 
there is only one thing to do and 
that is to starfd by them until mat- 
ters adjust themselves. 

Will the retail hardware man be 
eliminated? I should say NO. He 
is stronger in his position today than 
he has ever been before. As a rule 
he and his force are the most con- 
structive and instructive organiza- 
tion to be found in any town or com- 
munity, and his store is a Mecca for 
the boys of the town who are inter- 
ested in different projects, and the 
place where the older men gather to 
have different kinds of repairs made 
and to see and inspect different tools, 
household conveniences, farming 
implements and other things too 
numerous to mention. I feel it is 
the hardware merchant’s duty to 
render service, keep what the people 
wants and be ready to deliver the 


goods when they want. them. 
Another thing that is to be reck- 
oned with is that all hardware 


bought in agricultural communities 
go on the books, which is a great 
convenience as well as a necessity in 
many instances. 


William H. Angell Dead 


William H. Angell, a prominent hard- 
ware dealer of Warren, R. I., and well 
known to the trade throughout New 
England, died recently at the Truesdale 
Hospital, Fall River, Mass. He was 
not well for about two years and was 
seriously ill two weeks. For a long 
time he was identified with the Belcher 
& Loomis Hardware Co., Providence, 
and was vice-president of the Union 
Hardware & Electric Co., Providence. 
For the past eight years he was pro- 
prietor of the W. H. Angell Hardware 
Co., Main Street, Warren. Mr. Angell 
was born in Scituate, R. I., sixty-eight 
years ago. He is survived by his widow, 
one daughter and three brothers. 








By Their Signs You Shall Know Them 


The -Progressive Hard- 
ware Man Uses Elec- 
tricity When He Wants 
to Tell His Neighbors 
That He Is Still Doing 
Business at the Same 
Old Location 


HERE are few, if any, busi- 

nesses to-day which can be 

successful without advertising. 
This has been true for many years, 
but it is particularly true to-day. 
This year we will witness the keen- 
est competition for business that has 
been seen for many years. The 
dealer who adopts intelligently the 
means at his disposal for meeting 
this competition will be successful 
and prosper. 

The Chicago Tribune has adopted 
the slogan, “1921 will reward fight- 
ers.” That the truth of this slogan 
is appreciated is in evidence every- 
where. Advertising agencies report 
that old-fashioned conservative busi- 
ness men that in previous years have 
refused to do any real advertising, 
are.this year placing their advertis- 
ing in the hands of advertising 
agencies, with instructions to go 
ahead and map out selling campaigns. 
The methods of advertising pursued 
by the manufacturers or wholesalers 
cannot, of course, be followed by re- 
tail hardware dealers. The retail 
hardware dealers’ advertising is 
comparatively very simple and inex- 
pensive. 

The -aim of the dealers’ advertis- 
ing is to reach persons who are his 
logical customers. His trade is gen- 
erally confined to persons living in 
or passing by the vicinity of his 
store. One most effective, profitable 
and economical method of reaching 
them is by means of electrical ad- 
vertising. 

The Power to Attract 


As lights attracted our ancestors a 
few years ago, so they attract us to- 
day. All exhibitions dependent for 
their success upon the attendance of 
multitudes are flooded in light. The 
World’s Fair held in Chicago in 1893, 
one of the greatest of international 
exhibitions, was brilliantly illumi- 
nated at nightfall. 

Throughout the world, in all cos- 
mopolitan cities, it is the best-lighted 
streets that attract the heaviest 





traffic. And on these streets it is 
the best-lighted stores that draw the 
biggest crowds. 

Generally speaking, hardware deal- 
ers have not taken advantage of the 
drawing power of light as a means 
of increasing their business. Drug 
stores early learned its advantages, 
and as a result of the demand for 
commodities of all kinds made upon 
them, many developed into general 
stores with the drug sales becoming 
ever less important as a source of 
income: 

Electric signs can be employed by 
hardware dealers to their material 
advantage. They would tend to re- 
mind those passing by of their hard- 
ware needs. Electric signs make 
stores more inviting, and the desire 
to enter them is greater. 


Good Sign for Hardware 


One of the signs well adapted for 
hardware stores is the blue and white 
porcelain enameled steel sign which 
functions equally well day or night. 
Its cost of maintenance is very low. 
It need never be repainted, and when 
it becomes dirty it is only necessary 
to apply a little soap and water to 
make it just as bright and clean as 
when it was new. 


61 


An electric sign gives a hardware 
store an appearance of permanency, 
prosperity, reliability and “snap,” 
which is not overlooked by prospec- 
tive customers. 

Experienced and successful sales- 
men declare a_ prosperous-looking 
“front” helps them in their business. 
This psychology as applied to busi- 
ness is the same whether it is per- 
sonal appearance or a store front. 


William S. Perkins Dead 

William S. Perkins, founder of the 
Perkins- Campbell Co., Cincinnati, 
wholesale leather manufacturers, died 
at the residence of his brother, Colonel 
Frank Perkins, at Covington, Ky., re- 
cently. Mr. Perkins was 70 years old, 
and was born in Boone County, Ken- 
tucky. He ¢ame to Cincinnati in 1879 
and founded the company which bears 
his name. He retired from active busi- 
ness in 1905, his wife’s illness being 
the immediate cause. Mr. Perkins was 
widely known for his philanthropic 
work. He is survived by four brothers, 
Colonel Frank Perkins, Judge George 
C. Perkins, Henry A. Perkins and John 
E. Perkins. 





The Vanity Case in a Hardware Store 


How the Store’s Appearance Can Be Improved and 
Made More Convenient for the Salesmen—What 


Belcher & Loomis, Providence, R. L., 


women, especially the younger 
- ones, toting “‘vanity cases” about 
with them. The vanity case, as 
everyone knows, was contrived to 
hold various substances with which 
woman makes herself more attrac- 
tive. When not in active use these 
beautifying substances are contained, 
from the gaze of the public, in a 
neat little leather or metal case, along 
with keys, dress samples, an address 
book and pencil, hair pins, etc., etc., 
and small change. One must admit 
the vanity case is a clever idea. 
How few of us have ever realized 
that the vanity case principle can be 
applied to the retail hardware store? 
The thing has been done, however, 
though perhaps unconsciously. For 


iE is no uncommon sight to see 


instance, the Belcher & Loomis Hard- 
ware Co., Providence, R. I., has, in 
its main store, nearly a dozen hard- 


ware vanity cases. 


But instead of powders and cos- 


metics, these Belcher & Loomis 
vanity cases contain paper and 
string, telephones, scissors and 


shears, price lists and the like. When 
a salesman does up in paper one or 
more articles of hardware he is not 
obliged to hunt all over the store for 
string, scissors, shears, etc. 
thing he needs to make the custom- 
er’s bundle neat and attractive is at 
hand, in the vanity case. 


Every- 


In these cases the stands which 


hold the rolls of wrapping paper are 
screwed down in place, the twine is 
held in small drawers and metal re- 


Did Recently 


ceptacles, while the scissors and 
shears are tethered. There is a 
place for everything and it is there 
—put. In that store one never finds 
tops of show cases littered with 
bundle paraphernalia. 


The Double Feature 


The Providence store management, 
however, has gone the vanity case 
idea one better. The vanity case 
really was conceived to serve but 
one purpose. The Belcher & Loomis 
conception serves several purposes. 
Not only do the cases confine within 
narrow limits bundle accessories, but 
serve as goods display cases as well. 
And to go one better, each is pro- 
vided with a series of small drawers 
in which stock is stored, within easy 


























A portion of the Belcher & Loomis store. 
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The vanity cases are shown here 
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a The back and front of the vanity case. 
“ Te le phone 3 twine, shears and 
paper in back and displayed 
goods in front 
reach of the clerk. They are time, boards, a display of wrenches, ete. The back half of this ease is di- 


money and shoe leather savers. 

The management has made a deep 
study of store layout and has arrived 
at a solution most pleasing to the eye. 
It believes in glass display cases, 
with slanting fronts, which makes it 
unnecessary for the customer to bend 
over to see what is shown on the 
bottom shelves. It has acted on the 
theory that unevenness breaks up 
the monotony of straight lines and 
therefore the mahogany cases re- 
ferred to are distributed at almost 
regular intervals to break up the dis- 
play case and counter lines. 

An invisible upright partition di- 
vides these Belcher & Loomis vanity 
cases. As intimated before, half of 
each case is devoted to the display 
of goods and the other half to the 
needs of the hardware clerk. No 
two of the cases are alike in con- 
struction, but with the exception of 
two, all are of the same overall di- 
mensions, namely 3 ft. wide, 4 ft. 6 
in. high, and 2 ft. 6 in. deep. The 
two exceptions are twice as wide, 
but of the same height and depth, 
and each flank the side counters or 
show cases at the front of the store. 
In one instance the extra width, on 
the back, is utilized by small draw- 
ers in which are kept various kinds 
of loose merchandise. In the other, 
a series of shelves without parti- 
tions furnish space for goods con- 
tained in boxes. In the front of one, 
ample space is provided for a good 
display of bath room fixtures, and 
in the other, on upright swinging 


The back half of the other cases 
vary, according to the needs of the 
particular department they serve. 
Space does not permit us to go into 
the detail of each of these cases. A 
description of one will suffice to give 
an idea of the cleverness of the 
Belcher & Loomis idea, and the re- 
tail hardware dealer reader can let 
his imagination run riot as to the 
possibilities of such a case, which 
apparently are unlimited. 

Describing the Case 

The particular case in which we 
are interested is located in the de- 
partment devoted to drills, reamers, 
steel figures and letters, taps, dies, 
files and the like. The front half of 
it is divided into three horizontal 
sections of equal dimensions, for 
display purposes. In the top section 
is a revolving oblong square on 
which are displayed files of various 
kinds and makes. To prevent loss 
of displayed goods, a small hole is 
bored in each end of each file, which 
is held in place by screws. The pro- 
spective purchaser by revolving the 
square can determine just what he 
desires to purchase. 

The middle section at the moment 
is devoted to the display of pipe 
stocks and dies, and the bottom like- 
wise. The shelves on which goods 
are displayed are adjustable to fit 
the requirements of any display the 
management might see fit to make, 
but the revolving oblong file display 
is stationary. 


vided by a sliding shelf, a feature 
carried out in a majority of the 
other cases, and easily workable. It 
is pulled out when the salesman 
desires to do up a bundle and pushed 
back into place, out of the way, when 
he has finished. As most of the ar- 
ticles sold in this section of the 
store are small, a roll of small 
wrapping paper is made more acces- 
sible than the large. To the right of 
the small wrapping paper are pigeon 
holes in which are kept price lists 
and catalogs, and between the paper 
and the pigeon holes, space is pro- 
vided for reference books and pam- 
phliets. 

Immediately below, a space extend- 
ing the entire width of the case, con- 
tains string and twine, scissors and 
shears, etc. In the upper left hand 
corner of this space is a small index 
drawer for surplus drill lists. Re- 
moving this index drawer one finds 
a small drawer in the rear in which 
is kept a ball of twine. This twine 
is led from the drawer through 
screw-eyes to the front of the case, 
accessible to the clerk. The sliding 
bundle shelf constitutes the bottom 
of this section of the case. 

Below, there are two rows of small 
drawers, 3'% in. in height, in which 
are kept steel figures and _ letters, 
two characters to the drawer. Un 
derneath these drawers, a section i 
devoted exclusively to a roll of larg 
wrapping paper, and the bottom se 
tion contains three fairly lars 


(Continued on page 68) 





Five Methods and Fine Salesmanship 


Weed & Co., Rochester, N. Y., Has Built Up Its 
Business on a Firm Foundation of First Class 
Principles and Hard Headed Business Rules 


do a large business in auto- 

mobile accessories. The value 
of the automobile accessories stock 
of this firm ranges conservatively 
_ between $2,000 and $3,000, which is 
turned over three to four times a 
year. A. Schoenfelder, manager of 
the retail department of Weed & 
Co.’s Rochester store, attributes the 


W EED & CO., Rochester, N. Y., 


way you do it that counts.” The five 
methods mentioned in the order 
given by Mr. Schoenfelder are: 

1. Specialization. The advantage 
of having salesmen specially trained 
so that they are thoroughly familiar 
with the line that they are selling 
cannot be over-estimated, particu- 
larly in relation to automobile acces- 


sories. A salesman’s value is based 








nh TE eee = 
ong a _ 
Fd me pent oa tt Ne ink 


- v7 


on 





e 
ay 
— pe TI 











Fine cutlery displays mean fine sales for Weed & Co., Rochester, N. Y. 


success of the auto accessories de- 
partment to methods and men. Mr. 
Vogt, who is in charge of the ac- 
cessories department, attributes the 
success to the interest of the sales- 


men. Both amount to the same 
thing. 

The five methods that Mr. Schoen- 
felder enumerated to a HARDWARE 


AGE reporter a short time ago have 
the double virtue of conciseness and 
simplicity. But as Mr. Schoenfelder 
often takes occasion to observe, “it 
isn’t so much what you do as the 


on two things at Weed & Co. His 
knowledge of hardware and his prac- 
tical ability to sell hardware. 

The auto accessories department 
in the Weed & Co. Rochester store 
is at the front, two aisles directly 
to the right of the customer as he 
enters. Every article in the depart- 


ment, whether it is on a shelf, in a 

case or in a drawer is easily avail- 

able, often to the eye of the customer 

and always to the hand of the sales- 

man. At Weed’s they believe in the 

economy of physical effort so that a 
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salesman can use the maximum of 
.mental energy in making a sale. 
Hence, every single article of stock 
has a designated place where it can 
be instantly and easily reached. 


The Grouping Idea 


Every so often certain lines are 
pushed by means of advertising. 
Small groups of tools will be selected 
and sold as a special set. Odd as- 
sortments of accessories will be 
grouped and sold together at a single 
price. There is a psychological rea- 
son in back of these sales. Custom- 
ers gain the impression that they are 
getting something in the nature of 
a bargain. And probably no man, 
and certainly no woman, has ever 
lived without some interest in a bar- 
gain. This bargain method also has 
a tendency to increase the volume of 
sales plus the advantage of getting 
people into the store. 

“Always remember,” Schoenfelder 
tells his salesmen, “when you are 
selling accessories, sell accessories, 
and don’t confuse your customer with 
other things. Concentrate and 
specialize your energies on one thing 
at a time.” This brings us to the 
second method and one which Weed 
& Co. consider to be of vital impor- 
tance. 

2. Window Displays. Windows 
should be changed frequently and 
should be concentrated on some one 
particular line or at least should 
specialize on lines that are more or 
less related to one another. L. H. 
Higbie is the window trimmer at the 
Rochester store of Weed & Co. and 
the designer of the two displays 
shown in connection with this ar- 
ticle. 

Both .Mr. Schoenfelder and Mr. 
Higbie are strong believers in pric- 
ing goods that are displayed. They 
say that it establishes confidence, 
and that the one thing above every- 
thing else that people are interested 
in, especially to-day, is prices. There- 
fore, it is their belief that it is not 
only fair but good business to ad- 
vertise prices. 

3. Newspaper Advertising. In 
conjunction with their window dis- 
plays Weed & Co. does extensive 
newspaper advertising. The main 
purpose of their local advertising is 
to tell facts about goods and prices 
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Motor accessories have always been big leaders with Weed & Co. 


and to make announcements about 
special sales, etc. Newspaper adver- 
tising, Mr. Schoenfelder says, must 
be consistently done if it is to be 
worth anything. People will become 
accustomed to look for certain ad- 
vertisements if they are attractive- 
ly written and illustrated and occupy 
somewhat the same position in the 
paper each night. 

As a result of its newspaper ad- 
vertising, Weed & Co. have had a 
number of customers inform the 
salesman who was serving them that 
they had been induced to come to 
the store because of some attractive 
feature of the hardware ad that they 
had seen in the paper. 


The Courtesy that Counts 


4. Treating Customers Individu- 
ally. Every customer that enters 
the Weed & Co. store receives per- 
sonal attention from one of the 
salesmen and invariably leaves the 
store with the feeling that he or she 
has been treated as though the 
salesman had enjoyed making the 
sale. 

Every customer receives the same 
courteous attention no matter 
whether the purchase is for only a 
15-cent article or for a $15 order. 
None of the salesmen ever argue with 
a customer. A salesman may offer 
tactful suggestions or demonstrate 
facts in a diplomatic way but a cus- 
tomer’s opinion is always given the 


rich Rochester, N. Y 


respect and attention that it de- 
serves. 
Incidentally, they never lose a 


chance to make sales at Weed’s. A 
short time ago the wholesale depart- 
ment sent numerous bundles of sand 
paper down to the cellar to be thrown 
out because the edges of the sheets 
were stuck together and apparently 
unsalable, on account of water used 
to extinguish a small fire. 

Schoenfelder saw the _ bundles 
about to be thrown out. He had 
them taken into the store and placed 
on a special table and hung a card 
over them offering a bundle of sand 
paper at a special price. Salesmen 
directed the attention of every cus- 
tomer to the bargain in sand paper, 
and showed them that only the edges 
were stuck and could be easily sepa- 
rated by means of a penknife. In- 
side of two days every piece of sand 
paper was sold. This sale alone dem- 
onstrated the value of special-bar- 
gain tables at the entrance of the 
store, and many articles that do not 
move as fast as they should are 
grouped and placed on these tables 
and disposed of in a way that is sur- 
prising. 

When customers are buying some 
article, the salesman uses that as his 
cue and when the sale has been fairly 
made he suggests to his customer’s 
attention other goods he or she would 
be apt to be interested in. Schoen- 
felder says that there is no better 


They have built up a great business in 


method of increasing individual sales 
than by this method of suggesting 
other articles. 

5. A Salesmen’s Competition on 
Selling Goods. On various lines of 
goods a bonus is paid to the man 
selling the most of any specified line. 

It may be objected that by this 
method salesmen push some one ar- 
ticle to the exclusion and detriment 
of other lines. But this is not so. 
Salesmen sell a customer what the 
customer came in to buy and then 
try to sell the particular line that is 
being pushed that day by the method 
of suggestion mentioned before. In 
this way they serve a customer effi- 
ciently and at the same time have 
an incentive for making additional 
sales. 

These five methods are not used 
exclusively in the auto accessories 
department but are employed 
cessfully throughout the entire re- 
tail department of the firm. Applied 
to the accessories department, they 
assure a continual turnover and stim- 
ulate interest on the part of both 
salesmen and customers. 

“Salesmen who are interested in 
selling can perform wonders,” says 
Schoenfelder, “and the job of a re- 
tail manager is to maintain the in- 
terest of his salesmen and see that 
they all get a square deal.” And 
that’s probably why Schoenfelder is 
so popular and why Weed’s sales are 
so good. 
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The Man Who Kept His Stock Complete 
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‘alse Economy of Heavy Retrenchment = in 


Stock Buying—How Lang, Mishawaka, Ind.. Is Build- 
ing Business by Careful but Comprehe nsive Buying 


6“ UT,” he added, “don’t say 

B that we said so.” 

“We won't. We’ll just tell 
you what he said and not who said 
it, for he explained, he feared he 
might be mobbed for making such a 
suggestion. But here is his thought. 

“Better business will follow for 
the hardware store if it has the stock 
that can ever be realized when half 
or any portion of the items are off 
the shelves. 

The shrewd and successful hard- 
mare man had been speaking of his 
auto accessory department and he 
was very sure it was important that 
the hardware man keep himself in 
shape to have the items the motorist 
wants. 

He went on to say that the same 
idea applied to any phase of retail- 
ing of hardware, and that one of the 
big mistakes many dealers are mak- 
ing to-day is the mistake of not buy- 
ing—in small quantities to be sure 


but the policy of not buying is, he 
thinks, a cancer which eats into the 
very vitals of business. , 
“Remember that hardware is a 
necessity; that people want it be- 
cause they need it, and that there is 
sure to always be some demand for 
all hardware items. When we once 
get those basic facts in mind it will 
seem nothing less than childish to be 
out of staple goods, he asserted. 
This policy is followed by the man 
referred to, and he has proved its 
correctness by doing more business 
in 1921 than he has ever done before. 
He says that the reason is that he 
has had the merchandise to sell. He 
has even drawn trade from rival 
neighboring towns, because he has 
had what the trade wants and has 
not been out of staple lines. 
Extremes are always dangerous. 
The war made us buy everything and 
place orders with everybody. Natur- 
ally, when supply caught up with de- 
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mand such a policy was as childish 
as marbles, but the other extreme 
has its dangers too. Not buying at 
all is to partly close the door to busi- 
ness. Just how many possible sales 
are lost by telling the customer you 
are out of wanted goods is an indi- 
vidual matter, and can be easily de- 
termined. Suppose, for one week, 
your sales force sets down the 
amount of the goods for which there 
is demand which they do not supply, 
and suppose the total should equal 
$50 or $100, would you, for a mo- 
ment, think it was good business to 
forfeit this loss of volume? 


Losing by Not Having 


It is estimated by one retail con- 
cern that for the first two months of 
the year the loss on out-of-stock- 
item-sales was at least $100 per 
week. Then it was determined to 
have the merchandise, and business 
has picked up far more than the $100 
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a week since they have kept stocked. 

Get this fact: This story is not 
propaganda, and it is not our idea. It 
is inspired by talks with retailers 
who have not retrenched to the point 
of letting the stock run out on staple 
items. These retailers show records 
which indicate business gains, so 
there must be a real kernel of sound 
meat in the idea that one of the rea- 
sons for lost business is the loss of 
sales for which customers are ready, 
but which are blocked because the 
goods are not in stock. 

In some sections auto accessories 
have been slow. But the man who 
prompted this little statement is not 
complaining because he is getting all 
the possible business by having the 
goods which his customers ask for 
and are willing to buy. 

“January first brought us face to 
face with reducing our inventory and 
how to accomplish it puzzled me a 
great deal. My first thought was to 
clamp down the lid and do no buy- 
ing,” he said. “Then I saw that 
such a policy was an invitation to our 
customers to try to fill their needs 
at some other store. So I determined 
to buy very moderately, but to buy 
everything which I had been buying 
and selling. Some salesmen kicked 
when I gave them quarter-dozen or- 
ders where previously I had bought 
the same items in gross lots. How- 
ever, I soon showed them I was try- 
ing to buy in small quantities instead 
of not buying at all, arid they were 
with me. To-day I am doing more 
business than I did a year ago. My 
competitors are doing less. The an- 
swer is that I have the goods to sell, 
while they are saying, ‘I’m sorry, but 
we are out of that.’ You can’t put ex- 
cuses into the cash book. Only money 
gets into that record.” 


Better Buying 


3uying is a better art to-day than 
it was a year ago. Then the man 
with the club got goods. To-day it 
takes the skill and ability of a real 
hardware man to not overload, and 
at the same time to buy wisely and 
have merchandise. Buying to-day 
calls for greater study of the mar- 
kets, a more intimate knowledge of 
the demand of the consumer and 
greater frequency in placing orders. 

The wholesaler need not criticise 
the retailer, for many of them have 
been as badly frightened. One of the 
big jobbers even refused to buy sta- 
ple hack saw blades when he was en- 
tirely out. No frightened retailer 
ever had a more narrow policy than 
that. 

Burke & Wright, Waukegan, and 
Bornneman & Sons, Elkhart, are 
stores which are trying to serve their 
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Quiz—No. 24 


Question No. 1—How is exchange used in settlement of ac- 


counts? 


Question No. 2—What is the meaning of the symbols “A-l, 


Aa-1, AA-1”? 


Question No. 3—What is an “abacus”? 
Question No. 4—What is the meaning of the legal term 


“appeal”? 
Question No. 5 





In what manner does a “straight” bill of 


lading differ from an “order” bill of lading? 
Question No. 6—What is meant by “tear” allowance on goods 


as a rule sold by the bale? 


Answer to Business Quiz No. 24 


Answer No. 1—Accounts can be settled by use of exchange 
by (1) the debtor purchasing a bank draft and sending the cred- 
itor; (2) the creditor drawing a draft upon the debtor. 

Answer No. 2—The symbols “A-1, Aa-1 and AA-1” are said by 
financial agencies to indicate credit rating. A-l means resources 


of $500,000 to $750,000; Aa-l, 
over $1,000,000. 
Answer No. 3—An abacus 


$750,000 to $1,000,000, and AA-l, 


is the earliest form of counting 


machines as used by the Romans, consisting of a frame which 


holds parallel rods upon which are strung balls. 


The abacus is 


still used in the elementary school grades. 


Answer No. 4—To take an 


appeal” means: the removal of a 


suit from a lower to a higher court for rehearing. 

Answer No. 5—The “straight bill of lading” is a non-negoti- 
able paper. An order bill of lading, when properly indorsed by the 
bank on consignee attached, can be discounted at the bank. 


Answer No. 6 


—“Tear” on goods as a rule sold by the bale 


consists of an allowance to be deducted for damage, “tear” or 


shrinkage in shipment. 


customers by having the goods. It 
means more work to buy often, but 
as long as heavy stocks are not car- 
ried, having the merchandise is an 
asset. 

O. E. Lang, Mishawaka, says his 
growth in business this year is due 
to the fact that he has kept stocks 
up. He has had to be as spry as a 
cricket to keep goods in the store and 
still not buy on long-time require- 
ments, but he has turned the trick 
and the answer has been the finest 
volume of business the store has ever 
had. 

“Do not go to extremes either in 
buying or not buying, at any time, 
is my motto,” said Mr. Lang, ‘‘and 
I have proven it out for many years. 
I think the actual loss of business 
through being out of merchandise 
represents a big loss, and I know 
nothing will drive customers away 
from the store so quickly as telling 
them you are out of what they need. 
Hardware is a necessity and the 
store that serves its community must 
supply that community’s needs. 


John Raymer Dead 


John Raymer, president of the Wash- 
ington Hardware and Implement UWn- 
derwriters, died at Spokane, Wash., 
Tuesday, June 28, after an illness of 
several weeks. Mr. Raymer was sixty- 
five years of age and was well known 
in the hardware trade in the North- 
west. He had been actively connected 
with association wotk for some time. 
The funeral took place Thursday after- 
noon, 


John Smith Dead 


John Smith, a director of the Pacific 
Northwest Hardware and Implement 
Association, died recently in Portland 
following an operation. Mr. Smith was 
formerly president of the Pacific 
Northwest Association and was fifty- 
eight years of age. The funeral was 
held Saturday, June 25. 


Charles D. Alexander, treasurer and 
general manager of the Emery-Water- 
house Company, Portland, Maine, has 
been named one of the directors of the 
Maine General Hospital, at Augusta, 
Maine. 
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Pearson Co. Absorbed by 
American Steel & Wire Co. 


J. C. Pearson Co., Inc., manufacturer 
of cement coated nails, main office, 63 
Pearl Street, Boston, Mass., has been 
taken over completely by the American 
Steel & Wire Co. The J. C. Pearson 
Co., Inc., has been owned by the Amer- 
ican Steel & Wire Co. for the past eight 
years. After July 1 all inquiries, 
orders and money for Pearson coated 
nails, it is announced, should be ad- 
dressed to offices of the American Steel 
& Wire Co. The trade name of “Pear- 
son coated nails” will be continued. 


In making this announcement F. 
Baackes, vice-president and general 
sales agent of the American Steel & 
Wire Co. said: “We have taken over 
as of June 30, 1921, the business and 
good will of the J. C. Pearson Co. Inc., 
of Boston, Mass., which company we 
have owned and operated since its or- 
ganization in 1913. We will from 
June 30 carry on such business direct, 
the men handling this branch of our 
business remaining with us.” 





Coming Hardware Conventions 


Paciric NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Athenaeum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27, 1922. J. M. Stone, secre- 
tary-treasurer, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lin- 
coln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, sec- 
retary, 1030 Metropolitan Life Build- 
ing, Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 

3, 1922. F. X. Becherer, secretary, 


5106 N. Broadway, St. Louis. 
NEw ENGLAND HARDWARE DEALERS’ 


ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 23, 
1922. George A. Fiel, ‘secretary, 10 
High Street, Boston. 

NEw YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND’ HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 
18, 19, 1922. Headquarters, Coates 
House. Sessions in Century Theater. 
H. J. Hodge, secretary, Abilene, Kan. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 


Karl S. Judson, exhibit manager, 248° 


Morris Avenue, Grand Rapids. A. J. 
Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC. 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 


The Vanity Case 
(Continued from page 63) 
drawers in which sets of drills are 


kept in stock. The top of the case 
being flat there is the opportunity 


- to display goods here as well as in 


the front section, but the Belcher & 
Loomis management does not take 
advantage of this fact to any 
marked degree, preferring to have 
the top of cases and glass counters 
or display cases harmonize in neat- 
ness and richness. In fact, the 
management does not believe in clut- 
tering up every available space with 
display goods. Instead, it believes 
retail hardware store equipment can 
possess a certain amount of dignity. 
Its effort to beautify store equip- 
ment lines has been successful inas- 
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much as the store appeals to man, 
woman and child, the skilled and the 
unskilled workman, the person with 
plenty of money to spend or the one 
with little. 

As ‘stated before, the construction 
or arrangement of these cases varies, 
according to the needs of the depart- 
ment served by the individual unit. 
At intervals there are cases contain- 
ing among other things, charge ma- 
chines. That is, machines by which 
charge account sales are recorded. 
At stated periods during the day 
charge slips are collected by a boy 
and delivered to the bookkeeping de- 
partment where they are immedi- 
ately entered on the books. Thus 
the company knows at the close of 
each business period just where it 
stands on charge accounts, which 
are not allowed to become top- 
heavy. 

The telephone idea in these cases 
is a good one for it is within easy 
reach of the salesman and stiil out 
of sight of the chap who always is 
looking for an opportunity to use 
the other fellow’s phone free of 
charge. The salesman, called on the 
phone by a customer, therefore is 
not obliged to leave his counter. 
With the phone, a pencil and paper 
pad the customer’s wants are soon 
satisfied. 


Though the Laun-Dry-Ette electric 
washing machine was never designed 
to be an aid to home brew enthusiasts 
a report comes to the Laundryette Mfg. 
Co., Cleveland, Ohio, that a thirsty gen- 
tleman in Fostoria, Ohio, used his 
wife’s machine to extract the juice 
from grapes. He said that it took 
all the juice and did not waste any 
the way the hand masher did. The 
company has always been proud of the 
way the machine washed clothes but 
the grape wine stunt was a new one. 


Arrangements have just been com- 
pleted with the Atlantic Stamping Co., 
Rochester, N. Y., and the Bush Ter- 
minal Sales Building, 130 West Forty- 
Second Street, New York, for the dis- 
play of the entire Atlantic line of 
household metal ware in the Bush Ter- 
minal Building. 

The Board of Directors of the Inter- 
national India Rubber Corp., South 
Bend, Ind., officially announce the 
changing of the company name to the 
Odell Rubber Co. The change is made 
largely to do away with a long name, 
hard to remember, to a name that may 
quickly be linked up to the Odell Cord 
tires made by the company. 

The personnel and policies of the 
company will be in no way affected, the 
only change being in the company 
name. A new office and ware room 
building will be ready for occupancy 
about June 1, 1921. 
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R. Realf, James S. 
Whipple and W. 
Realf 





A happy group 







C. C. Warner and 
H. A. Cornell 










F. W. Warriner, 
S. L. Riley and 
H. R. L. Rohifs 
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George Eadie, C. E. Clint and 
C. Kk. Golden 
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pretty hot and most of them took off their coats Hunerhoff, Ott and Whitman 





Ludlow and W. F. 
Littell, Jr. 













It was 


Maplewood, N. J., entertained the members the occasion of the Association’s annual outing, 
of the North Jersey Hardware and Supply Deal- which was largely attended by members of the 
ers’ Association and their guests, June 29, on trade from all parts of the metropolitan district. 


69 





Many New Goods on the Market 


Saves Ice Without Loss of 
Refrigeration 


The Thrift Ice Saver is a collapsible 
device made by the McKee Refrigerator 
Co., Brooklyn, N. Y., and will fit in any 
standard ice box or refrigerator, be- 
cause it is made in four sizes. The ice 
is placed inside of the saver and the 
entire device shut and placed in the reg- 
ular ice compartment. The Thrift Ice 
Saver eliminates the use of ice papers 
and cloths, prevents the drain pipes 
from becoming clogged and protects the 
ice from wasteful melting. 

The Thrift has double walls between 
which excessively cold air circulates. 
Having no solid bottom, air localized 





with 
in Place 


ator Thrift Ice Saver 


Refrige 


about the ice descends to the lower part 
of the refrigerator forcing the warmer 
air to ascend. The Thrift is so de- 
signed to hold the ice in the shape and 
size as commonly delivered by the ice 
man. 

It is the claim of the manufacturer 
that the Thrift Ice Saver will cut the 
ice bill in half by making the ice last 
twice as long, at the same time giving 
increased refrigeration because of its 
scientific yet simple construction. The 
Thrift is collapsible and easily assem- 
bled or knocked down. 

All sales of this device are through 
The Sales Department, Thrift Ice 
Saver, 35 Warren Street, New York. 


Time Saver for Woodworkers 


To joint together and permanently 
fasten miter joints effectively and with 
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Reeves Clamp 


speed, it is essential to have some con- 
venient means of clamping up the ad- 
jacent pieces of material. 

The mitered or square ends must be 
brought into close union and held solid- 
ly, in perfect alignment, while slip 
tongues, brads or fasteners are driven 
in, to reinforce the glued joints, and 
while the glue sets. 

For this purpose the REEVES MI- 
TRE CLAMP, a small portable device 


out by The Reeves Hardware Mfg. Co., 
4824 West Lake Street, Chicago, III. 

This Mitre Clamp is made of malle- 
able iron and has projecting lugs on 
the base to facilitate anchoring it on 
a work bench or table. 

One Clamp may be set up and used 
singly or in conjunction with one or 
more others. 

Owing to its small size (9 by 4%) 
and light weight (2% lbs.) it can be 
carried to work when desired and used 
or attached in any position. 

The design of the Clamp permits of 
using it for testing the accuracy of 
mitered joints before they are joined. 

Time and material to-day are more 
valuable and to be considered, the 
teeves Mitre Clamp is designed along 
these lines and every wood worker ap- 
preciates the neatness and accuracy 
done by this Clamp, which also pre- 
vents the splitting of the mitered or 
square sections when fastener driven 
into the ends through the notches. 


Drill Holder Is Alson Gage 


The Quikbak gage and drill holder 
is a-.very handy device made by the 
Rusfal Mfg. Co., Wayne Junction, Phil- 
adelphia, Pa. It is built to be placed on 
the work bench or a nearby shelf. It is 
designed as a rack for holding drills 
when not in use, thus simplifying the 
replacement or finding of the proper 
size drill. When replacing the drill it 
is inserted into the V gage, the guide 
line at which it stops leads directly to 
the proper hole. The V gage supplies 
a ready and accurate means of deter- 
mining the size of drill rods or rounds. 
This latter feature does away with the 
use of a micrometer and of course re- 
quires no adjustment to use. 

The Quikbak consists of a cast base, 
with brass etched cover plate with 
raised numerals, graduations and lines 
leading to numbered holes. The V gage 
consists of two hardened and ground 


steel pieces securely and accurately 


mounted. 


New Gold Plated Razor Sets 


In response to demand from dealers 

















No. 351-G Set 


and customers for a gold plated Auto- 
Strop razor outfit in the standard price 
line the Auto-Strop Safety Razor Co., 
656 First Avenue, New York, have cre- 
ated two new sets. They are listed as 
numbers 350-G and 351-G. Each will 
contain two blades instead of the cus- 
tomary twelve. 

The outfit is enclosed in a gold plated 
box that is very good looking. Both 
sets are similar in make-up and equip- 
ment. The design is slightly different. 


Display Holders Protect Samples 


Every hardware dealer can probably 
remember having sold samples at cost 


because of damage done while on dis- 
play, the ruin usually being caused 


by -rust or tarnish or through the de- 
velopment of an early shopworn ap- 
pearance. Samples can be _ protected 
from these evils by the use of Warren’s 
Nickel Plated Sample Holders, which 
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Warren Sample Holders in Use 
are made by J. D. Warren Mfg. Co., 
Masonic Temple, Chicago. 

These sample holders are fimple, 
practical and made expressly to se- 
cure samples of thousands of various 
items of hardware goods to sample 
boards, wood front drawers and special 
fixtures. The holders hold samples 
firmly in place and permit ready re- 
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Quikbak Drill Holder and Gage 
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moval or exchange instantly, hence a 
sample could be sold and delivered and 
a new fresh sample be put in its place 
without trouble. 

Warren sample holders are made from 
high grade English spring steel, care- 
fully nickel plated and packed in one- 
half gross lots to a box. Screws fur- 
nished. 

A great variety of shapes and forms 
in the holder line will be found in the 
illustrated circulars of the company. 
Practically any item found in a hard- 
ware display can successfully be shown 
with the use of these hangers, which 
permit a full view of the product on 
display and also protect the article 
from premature wear. 


Prévents Soreness and Bruises 
in Hand Filing 


Constant filing by kand oftentimes 
causes permanent bruises to the palm 
of the hand, or may bring on premature 
tiredness and soreness that gives the 
mechanic much discomfort and greatly 
reduces his efficiency. Osgood’s Safety 
File Grips are for just that purpose 
and are made by the J. L. Osgood Tool 
Co., 43 Pearl Street, Buffalo, N. Y. 

The Osgood Safety File Grip is a pli- 
able, shapely, soft, indestructible hand 
grip slipped on the outer end of the 
file, } reventing hand cuts, tiredness and 
soreness by constant pressure of the file 
against the bare hand. It enables the 
user to hold the file flat, which produces 
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Osgood Safety Filegrip 








better work and does not permit the file 
teeth to rasp against the hand. 

When inserted it prevents the file 
from breaking through dropping or 
from marring a finished surface. 


New Air-Way Product 

With the announcement of the Elec- 
tric Air-Way Washer, a new Air-Way 
household appliance enters the field. 

The machine is an oscillating type, 
completely enclosed in a striking cab- 
inet of duo-tone ivory with black 
striping. Although the washer occu- 
pies a comparatively small floor space, 
it has a twelve sheet capacity. 

It is built compactly by the Air-Way 
Electric Appliance Corporation, To- 
ledo, Ohio. 

One of the special advantages the 


Air-Way Washer has is the novel 
cleansing method called The Air- 
Way. Built into the copper tub is 


a false bottom which rises in steps 
in pyramid form. Along the outside 
step are perforations which, when the 


HARDWARE AGE 


tub is in motion allow the water to rush 
through the holes. The weight of the 
water plus air-pressure does the trick 
very neatly. 

Careful investigations among house- 
wives is said to have disclosed the fact 
that the drain of a washing machine is 

















Air-Way Electric Washer 
often the “fly in the ointment,” and 
home managers consider that it is just 
as important to drain a washing ma- 
chine properly as it is to fill it proper- 
ly. In the Air-Way Washer particular 
attention has been given to both the 
location and size of the drain, in order 
to have just the right kind of a drain. 
It has one and one-half inch opening 
and is located at the low end of the 
tub so that when you open the outlet 
of the Air-Way Electric Washer it 
drains the tub to the last drop. 
Other points in the Air-Way Washer 
are its oilless bearings and a device 
which anchors the machine to the floor. 
The machine is completely gear driven 
by a special Air-Way built motor (no 
chains or belts) ‘which develops % 
hp. and operates at 1700 r.p.m. 


Light Utility Flexishaft 
An electric Flexishaft outfit for die 
sinkers, aluminum and brass pattern 
work, buffing, garage and light utility 
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bench work, etc., similar to a model 
put out last year, but with numerous 
improvements, especially in the hand 
piece, has been placed on the market 
by the Coates Clipper Mfg. Co., Wor- 
cester, Mass. In a series of tests made 
by the company the original hand piece 
stalled the motor at 20 lb. applied 
pressure and was heated. The new 
hand piece applied to the same work 
stalled the motor at 70 lb. pressure 
without heating the case, and at 65 lb. 
pressure ran without slowing down the 
motor. 

The new hand piece is made of cold 
rolled steel, is 1% in. in diameter, 
57/16 in. long with the chuck jaws 
closed and 59/16 in. with jaws open. 
Annular ball bearings are contained 
in both ends, eight 7/32 in. balls of a 
guaranteed capacity of 70 lb. at 5000 
r.p.m. in each bearing. Radial and 
thrust bearings are provided, adjust- 
able to take up on wear There are no 
oil holes in the hand piece, bearings 
being packed with sufficient light grease 
to last at least six months. The chuck 
holds tools up to % in., and is removed 
and larger tools placed on the end of 
the shank. The end of the shaft is 
flattened on two sides to facilitate 
loosening of the chuck when necessary. 
Two single head cap screw wrenches 
are provided for such work. 

The 4 ft. Coates % in. piano wire 
cable shaft with sliding end, is hard- 
ened on both ends and ground to fit 
bearings. It is encased in a flexible 
metallic cover with nickel plated 
sleeves, and has 3400 r.p.m. The out- 
fit is equipped with a % h.p. standard 
high speed motor with bail handle, bota 
ends of armature shaft extended, 
mounted on a base, 10 ft. black cord 
with plug for electric light socket with 


snap switch next to the motor. Eight 
high speed steel files for die sinker 
work are provided, four’ grinding 


wheels, 3 by 3% in. down to 1 by 3/16 
in., as well as four chucks, one pin vise, 
one for buffing and scratch brushing, 
the third for grinding for use on arma- 
ture shaft extensions and a small man- 
drel. The outfit weighs 30 lb., and 
measures 8 by 7 by 19 in., exclusive 
of shaft. 

This light electric utility outfit may 
be run from any electric c?recuit. Stand- 
ard plug fits all sockets. 











Improved Coates Flexishaft 
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More Pictures of Louisville Congress 




















Secretary Tom Dixon of P. Duffy, Greenville, Ohio 


the Carolinas 








Miss Martha Meaker, who took the 
part of Miss Chicago at the conven- 
tion 

















All from Illinois, mostly from Chicago 














E. L. Almand, 
Social Cirele, 
Ga.; R. O. Noo- 
jin, Attalla, Ala. 



































F. B. Lomas, Cresco, Ia.; A. J. Hoffman, Murray, A. E. Marcotte, Kankakee and Frank Burke, 
la.; H. G. Detthoff, Muscatine, Ia. Waukegan, Ill. 
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THE TREND OF THE TIMES 
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HERE is no such thing as a buyers’ strike. There never has been. People are merely 
sobering up from an orgy of reckless spending. We are face to face with the “morn- 
ing after.” 

@ As a matter of fact we are getting back slowly, but surely, to the sensible basis of honest 
work for reasonable returns. The thoughts and methods of people are becoming stabilized. 
@ It is true that very few people are buying in a thoughtless manner to-day. We are all 
taking special care to get full value for every dollar we spend. But—vwe are all willing to 
spend when we are convinced that we are getting that value. 

@ The average buyer is not looking for quantity just now. He is not looking for cheapness, 
if that cheapness entails lack of value. He is, however, earnestly looking for quality, and 
he is driving as sharp a bargain as possible. People are ready to purchase what they need 
whenever and wherever quality and price mz2et their approval. 

q There is but one conclusion to draw in regard to retail business. This year should be 
one of the greatest possible selling efforts on the part of the retail merchant. Overhead ex- 
penses are very little lower than they were a year ago when selling was comparatively easy. 
The only way to lower those expenses is to get more business. 

@ The merchant who makes the same profit this year must sell at least twenty articles 
where he sold fifteen last year. Wholesale costs are generally lower, but the percentage 
: of profit is no higher. It means work, but it can be done. 

: @ This is no time to rave about a “buyers’ strike.” It is no time to sit back and wait for 
customers to come in and take your merchandise away from you. 

@It is decidedly the period when merchants must utilize the maximum of time, effort and 
salesmanship. If customers do not come in as fast as they should, then go out and get 
them. Meet them as reasoning human beings and give them sales talks and arguments 
that will interest them. 

q Your mail order competitors face the same conditions that confront you. They know 
that they must sell more articles, and they are doing their utmost to gain that end. Their 
added effort is your spur to better merchandising. 

@ Your catalog competitor cannot shake hands with your customer. He cannot visit the 
farmer, or you in the community meetings. He cannot show the merchandise and talk its 
qualities direct to the man who buys. If there is to be a loss of sales make it your business 
to keep that loss away from your store. Again I say—it can be done. 

@ Buy with the determination to make business good now and in the future. Instead of a 
-gross of one article have a dozen each of twelve articles. If you must cut down stock do it 
in quantity and not in range. 

@ If you haven’t a thoroughly reliable mailing list, get one. Know the names and addresses 
of every family that might buy the articles you have for sale, then keep them supplied with 
reading matter that deals with your store, your merchandise, your methods and your 
prices. , 

g There is more profit to be made in a week devoted to sales plans, than in a month of effort 
to reduce expenses by the cutting down of salable stocks. Selling is the only eventual ave- 
nue to business success. There can never be profits without sales. 

q The outstanding fact is that the people in general are better off to-day than they were a 
month ago. Confidence is gaining ground, and business is on the mend. There are still dis- 
turbing elements, but they are over balanced by business possibilities. 

q@ There is no buyers’ strike, but there is plenty of evidence of business inertia. Who is to 
blame? 
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House Committee Completes New Tariff Bill 


Provides Full Protection for American Industries Under Extra- 
ordinary Conditions—Metals Receive Special Attention 
By W. L. CROUNSE 


Washington, July 4, 1921. 


“TER months of unremitting toil 
A and an altogether futile effort to 

obtain information concerning 
production costs in the leading man- 
ufacturing countries of the world, the 
Ways and Means Committee has finally 
completed the draft of the proposed 
revision of the Underwood-Simmons 
Tariff Schedules. The new tariff bill 
will be taken up for consideration in 
the House soon after the Fourth of 
July recess, and it is the hope of the 
majority leaders to send it to the Sen- 
ate not later than July 20. 

Never in the experience of the old- 
est man in Congress has an attempt 
been made to revise the tariff under 
more discouraging circumstances than 
those that have surrounded the effort 
of Chairman Fordney and his col- 
leagues to devise rates that would af- 
ford protection to the highest-paid 
skilled workers in the world at a time 
when our leading industrial competi- 
tors are making desperate attempts to 
recover their lost trade and are mani- 
festing their willingness to make any 
sacrifice in so doing 


Europeans Hold Big Advantage 


The enormously depreciated foreign 
currencies have afforded another ad- 
vantage to the European manufacturer 
and it remains to be seen whether the 
novel makeshifts embodied in the ad- 
ministrative provisions of the new bill 
will prove practicable. The majority 
leaders are far from a unit as to the 
wisdom of these proposals but as they 
are the only expedients offering any 
promise whatever, it has been a case 
of Hobson’s choice and Congress can 
only hope for the best. 

The sub-committee having in charge 


the framing of the metal schedules has 
encountered peculiar difficulties owing 
largely to the fact that the competitor 
chiefly in mind has been Germany. 
With a currency depreciated more than 
90 per cent, with manufacturing plants 
unharmed by the war and animated by 
a determination to get back their vast 
trade at any cost, the Germans are the 
rivals at whom the metal schedules of 
the new tariff are especially aimed. 
This is apparent throughout the re- 
port of the sub-committee on this 
schedule which has labored unremitting- 
ly to solve one of the most difficult 
puzzles of the entire revision project. 


Structure of Metal Schedule Unchanged 


Although conditions have materially 
changed in many of the metal indus- 
tries since the tariff laws of! 1909 and 
1913 were enacted, the subcommittee 
points out that the same general struc- 
ture of the schedule is maintained in 
the revision now in progress. Many 
of the classifications remain substan- 
tially the same, while in numerous 
other cases classifications have been 
prepared to meet the new conditions. 

It is pointed out by the sub-commit- 
tee that in the four normal years from 
1909 to 1913 the rates of duty carried 
in the Act of 1909 proved on the,whole 
to be reasonably protective without be- 
ing excessive or prohibitive and the 
metal industries thrived. As soon as 
general business conditions return to 
approximately the pre-war normal, 
many of these rates will doubtless 
again measure with reasonable accu- 
racy the proper rate level. 

Acting upon the belief that this will 
be true a number of rates which had 
proved satisfactory in pre-war normal 
times have been restored to this bill! 
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In other cases time and war have so 
changed conditions that different and 
sometimes higher rates have been ren- 
dered necessary. 


Great Dearth of Information 


Absolutely insurmountable difficulties 
have been encountered at every step 
in the committee’s efforts to secure 
satisfactory information as to indus- 
trial conditions throughout the world 
and even at home. Government sta- 
tistics mean less and have been less val- 
uable than ever before. Statistics for 
the period of the war and immediately 
following are practically of no value 
whatever. 

Statistics showing the exports and 
imports during the operation of the 
Act of 1913 are most unsatisfactory be- 
cause the groupings are made either 
by fiscal or calendar years and that 
act was not in effect through either a 
fiscal or a calendar year before the war 
produced abnormal conditions. There 
remain the statistics of the normal 
years before 1914 and those now ac- 
cumulating of the last year, which can- 
not be reckoned as normal, but which 
serve to indicate tendencies and the 
direction in which industrial affairs are 
moving. 


Foreign Price Lists Tell Story 


Some of the most valuable informa- 
tion received as to conditions in foreign 
countries came from persons who have 
been abroad recently on business trips. 
Letters containing offers from foreign 
manufacturers have been submitted 
with price lists and advertising mat- 
ter; also original invoices of foreign- 
made goods. 

From all the information received it 
appears clearly and beyond question 
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that as far as manufacturers of metals 
are concerned the spread or differen- 
tial between the labor cost of articles 
made here and abroad is much greater 
than before the war. This is so to a 
very marked degree in Germany and 
only less so in the other countries 
which compete with us in the metal 
industries. 

It is well known that before the war 
Germany had already become our most 
effective competitor in the manufacture 
of metals. With uninjured, and in 
many cases greatly improved facilities 
for manufacturing, with abundant 
skilled labor at wages less than one- 
fourth and in many cases less than one- 
eighth, measured in gold, those of the 
corresponding American labor, the Ger- 
man faces his American competitor, 
now paying the highest wages ever 
paid in any country at any time, ex- 
cept in this country for a portion of 
last year. The answer to the problem 
outlined by such a condition, the sub- 
committee declares, furnishes abundant 
reasons for such increases in rates of 
duty as are proposed in this schedule. 


Metal Products Are Classified 


The framers of the metal schedule 
have roughly divided the articles con- 
tained therein into three classes for 
the purpose of determining proper rates 
of duty. It should be understood that 
this classification is somewhat arbi- 
trary and cannot be strictly adhered to. 

The first class, according to the sub- 
committee’s report, includes articles 
produced in large part by machinery, 
where the element of labor, though im- 
portant, is relatively small as com- 
pared with the quantity and value of 
the product. This class includes iron 
and steel in the earlier stages of man- 
ufacture embracing the many forms of 
what are sometimes called the heavy 
or roiled product. 

Even for this class of products the 
increase of labor cost alone might jus- 
tify an increase in the rates of duty 
beyond what was ever before required, 
but rates have not been increased upon 
these articles. In many cases they 
have been substantially reduced below 
the rates in the Act of 1909 and in some 
cases below the Act vf 1913. 

“Jig-made” American Goods 

Formerly many articles of a higher 
stage of manufacture fell within this 
class because of the fact that in this 
country labor-saving machines and ap- 
pliances were used to a degree un- 
known in any other country 
was the land of “jig-made” goods. 

With proper machinery and an ade- 
quate equipment of tools, jigs, dies, 
gages and (fixtures, one American 
workman could turn out several times 
the output of his brother workman 
abroad. Such advantages on our side 
in a large measure have ceased to exist 
and in many of the older industries 
have entirely ceased. With this 
change, such industries pass into the 
next class. 

The second class comprises articles 
produced in industries long established 
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and thoroughly developed, wherein ad- 
vantages by way of labor-saving de- 
vices have ceased to exist, where the 
element of labor is relatively most im- 
portant and where the difference in la- 
bor cost is the controlling factor in 
competition. The list of this class of 
industries is growing as the machines, 
the equipment and the methods of this 
country become the common property 
of all industrial countries. 


Cutlery Is Given Special Care 


Cutlery of all kinds is an important 
industry belonging to this class and 
for the same reasons as those given 
below in the case of clocks and watch- 
es must have a substantial rate of 
duty if the industry is to be preserved 
in this country. There were before 
the sub-committee having this schedule 
in charge a number of exhibits ac- 
companied by original invoices indicat- 
ing that articles of the same kind and 
quality made in this country are being 
produced in Germany and now being 
offered and sold in this country at 
prices very far below the production 
cost in the United States. 

These are only typical instances. 
The list might be considerably pro- 
longed, but all tell the same story, that 
the difference in the labor cost is be- 
coming the controlling factor in an in- 
creasing number of cases and that un- 
less we are ready to see the wages 
of our workmen reduced to the level 
of their brother workmen in Europe it 
is necessary to maintain a substantial 
rate of duty that will offset this dif- 
ference and place our American pro- 
ducer on an “even keel” with his 
foreign competitor. 


Clocks and Watches 


Much the same might be said of a 
number of smaller industries such as 
needles, steel wool, ball bearings, and 
many others. 

The making of clocks is typical of 
this class of industries. Clock mak- 
ing is very old, but American clock 
makers opened up a new era in indus- 
try and incidentally captured and re- 
tained for a long time a large share 
of the business by the invention and 
use of the machinery referred to. 

The Waterbury watch, so well known 
twenty-five or thirty years ago, and its 
now more famous successor, the Inger- 
soll dollar watch, are instances in point. 
It should be stated in passing that this 
is one of the cases where watches are 
not watches, but clocks. Watches of 
this character are generally made with- 
out jewels and such watches are more 
properly called clock-watches. They 
are made in much the same way that 
clocks of other sizes and shapes are 
made. 

Foreigners Using American Machinery 

When it becomes possible for a com- 
paratively few workmen with a num 
ber of power machines properly equip- 
ped to stamp out parts of these clocks 
by the cart load, then the making of 
the clock becomes a simple problem of 
assembling. The same work was done 
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in foreign countries largely by hand. 
Hence, however low the wages, there 
the cost was considerable Now the 
foreign manufacturers have not only 
as good machines, but in many cases 
the very same kind of machines, made 
in this country. 

A circular recently issued by an im- 
porter of German clocks is quoted by 
the sub-committee as follows: 

“We have just received a shipment 
of imported watches and clocks as il- 
lustrated on the sheet. These numbers 
are guaranteed to be perfect time- 
pieces. They are made according to 
American standards, on most modern 
American machinery, in a foreign fac- 
tory where the workmanship is high 
and wages are low. The goods are 
ready for immediate delivery. The 
clocks shown here are priced 25 per 
cent to 50 per cent below American 
merchandise of the same quality.” 

Prices 25 to 50 Per Cent Lower 

A price list accompanied this cir- 
cular showing exactly the same designs 
of clocks as are made here and at 
prices as stated in the circular, 25 to 
50 per cent- lower than any American 
prices. 

Watches are to a certain extent in 
the same category with clocks so far 
as the portion of the work on the watch 
that can be done by machinery is con- 
cerned. In the making of a watch, 
however, there must be more hand la- 
bor and this must be highly skilled la- 
bor. Every jewel inserted and every 
adjustment made in the watch takes 
the time of a skilled workman and adds 
materially to the cost 


Some Infant Industries 


The third class, the report says, con- 
sists of those articles the production 
of which was begun or largely devel- 
oped during the war period and which 
have not yet reached the stage of com- 
petition upon even terms with those 
longer engaged in the industries in 
foreign countries. A number of these 
may be truly called “infant industries.” 

Among the new industries may be 
mentioned surgical, dental, philosophi- 
cal and scientific instruments Prior 
to the war we had been accustomed 
to import these articles largely from 
abroad. 

Their production had not been satis- 


factorily developed in this country, and 
when the war came this proved a mat- 
ter of genuine regret, not to say seri- 


ous danger. Before the war ended we 
had made considerable progress in mak- 
ing these articles and it 
in this bill, so far as protective duties 
can properly assist, to insure the con- 
tinuance of these industries here. 


Is pl oposed 


Shears and Scissors 


Long before the war, the making of 
steel laid shears had become an im 
portant industry in the United States, 
but the making of solid steel scissors 
had been almost entirely neglected, so 
that the war found us without a scis 
sors industry. This was developed an 
built up during the war and it is be 
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lieved that a fair rate of duty will en- 
able it to continue. 

Another industry created by war was 
that of making tinsel thread. This 
product has come almost entirely from 
‘abroad. Its importation was shut off 
by the war and consequently its man- 
ufacture was begun here. 

In the Act of 1909, there being no 
industry in this country, a small rev- 
enue duty was placed on this product 
and a slightly different one in the Act 
of 1913. This bill carries what is be- 
lieved to be the lowest rate of duty 
that will prove sufficiently protective 
to preserve this industry. 


Protection for Ferro Alloys 


The making of new kinds of steel by 
means of various metal alloys has 
greatly developed during the war as 
new and different uses were discovered. 
Some of these alloys had been used for 
a long time, but the use of all of them 
was greatly stimulated. 

The most important alloy metals 
used in making different kinds of steel 
are chrome, tungsten, vanadium, molyb- 
denum and titanium. Other ferro al- 
loys for the most part still in the ex- 
perimental stage, are ferrouranium, 
ferroboron, ferroaluminum,  ferrozi- 
conium, and ferrocerium. 

Chrome and tungsten are used ex- 
tensively in making high speed tool 
steel. Vanadium toughens the steel and 
renders it more resistant to shock and 
stress. Molybdenum gives it greater 
toughness and tensile strength. 

In fact, by the use of these alloys, 
the making of steel has become a busi- 
ness much like that of the pharmacist 
who stands ready to compound his 
drugs according to the prescription. 
There are unlimited possibilities ahead 
of the ferro-alloy industry. 

The addition of alloys in general 
makes the steel harder, tougher, or in 
some other respect more difficult to 
work, requiring an increasing number 
of operations and additional labor, so 
that somewhat increased rates of duty 
are required for these products and 
articles made therefrom. 


Chief Features of Metal Schedule 


It would be impossible in the limited 
space at my command to reproduce any 
considerable portion of the metal sched- 
ule, but passing over the paragraphs 
relating to the basic forms of iron and 
steel, I present below certain features 
of special interest to the hardware 
trade. 

Blacksmiths’ hammers, tongs and 
sledges, track tools, crowbars, etc., are 
made dutiable at 1% cents per pound. 

Cast-iron pipe, andirons, plates, sad 
irons and tailors’ irons and general 
castings carry a duty of 10 per centum 
ad valorem. 

The rates on nails, spikes, etc., are 
set forth in Paragraph 331 as follows: 

“Par. 331. Cut nails and cut spikes 
of iron or steel, exceeding two inches 
in length, four-tenths of 1 cent per 
pound; cut tacks and brads, hobnails 
and cut nails, of iron or steel, not ex- 
ceeding two inches in length, 20 per 
centum ad valorem; horseshoe nails, 
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and other iron or steel nails, not spe- 
cially provided for, 2 cents per pound; 
nails, spikes, tacks, brads, and staples, 
made of iron or steel wire, not less 
than one inch in length nor smaller 
than sixty-five one-thousandths of one 
inch in diameter, four-tenths of 1 cent 
per pound; less than one inch in length 
and smaller than sixty-five one-thou- 
sandths of one inch in diameter, three- 
fourths of 1 cent per pound; spikes, 
tacks, brads and staples not specially 
provided for, six-tenths of 1 cent per 
pound.” 
Duties on Screws 


The duties on screws are assessed 
under paragraph 338 as follows: 

“Par. 338. Screws, commonly called 
wood screws, of iron or steel, more than 
two inches in length, 10 cents per 
gross; over one inch and not over two 
inches in length, 8 cents per gross; over 
one-half inch and not over one inch in 
length, 5 cents per gross; one-half inch 
and less in length, 3 cents per gross: 
provided, That each package or carton 
shall have conspicuously marked there- 
on, the number of screws contained 
therein and the duty shall not be as- 
sessed upon a less number than so 
marked.” 

Table, household, kitchen and _ hos- 
pital utensils and similar hollow or 
flat ware are charged with a compound 
duty of 5 cents per pound and 30 per 
centum ad valorem; if composed wholly 
or in chief value of aluminum, 28 per 
centum ad valorem, and if containing 
electrical heat elements 10 per centum 
additional. 

Saws of all kinds are made dutiable 
at 15 per centum ad valorem, with a 
special provision for jewelers’ or pierc- 
ing saws at 40 cents per gross. 

Fish hooks, fishing tackle, etc., are 
dutiable at 35 per centum ad valorem 
with a proviso that no prohibition 
against the importation of any kind of 
feathers shall be construed as apply- 
ing to artificial flies used for fishing. 


Compound Duties on Cutlery 


The paragraphs relating to cutlery, 
scissors, shears, razors and surgical in- 
struments I quote in their entirety as 
follows: 

“Par. 354. Penknives, pooketknives, 
clasp knives, pruning knives, budding 
knives, erasers, manicure knives and all 
knives by whatever name known, in- 
eluding such as are denominatively 
mentioned in this Act, which have 
folding or other than fixed blades or 
attachments, valued at not more than 
40 cents per dozen, 40 per centum ad 
valorem; valued at more than 40 
and not more than 50 cents per 
dozen, 1 cent each and 380 per 
centum ad valorem; valued at more 
than 50 cents and not more than $1.25 
per dozen, 5 cents each and 30 per 
centum ad valorem; valued at more 
than $1.25 and not more than $3 per 
dozen, 10 cents each and 30 per centum 
ad valorem; valued at more than $3 
and not more than $8 per dozen, 20 
cents each and 30 per centum ad va- 
lorem; valued at more than $8 per 
dozen, 30 cents each and 30 per centum 
ad valorem; cuticle knives, corn 
knives, nail files, tweezers, hand for- 
ceps and parts thereof, finished or 
unfinished, by whatever name known, 
40 per centum ad valorem: provided, 
That any of the foregoing, if imported 
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in the condition of assembled but not 
fully finished, shall be dutiable at not 
less than the rate of duty herein im- 
posed upon fully finished articles of 
the same material and quality, but not 
less in any case than 15 cents each and 
35 per centum ad valorem: Provided, 
further, That all the articles specified 
in this paragraph, when imported shall 
have the name of the maker and be- 
neath the same the name of the country 
of origin die sunk conspicuously and 
indelibly on the shank or tang of at 
least one or, if practicable, each and 
every blade thereof. 


New Classification for Knives 


“Par. 355. Table, butchers’, carv- 
ing, cooks’, hunting, kitchen, bread, 
cake, pie, slicing, cigar, butter, vege- 
table, fruit, cheese, fish, carpenters’ 
bench, curriers’ drawing, farriers’, 
fleshing, hay, sugar-beet, beet-topping, 
tanners’, plumbers’, painters’ palette, 
artists’, shoe and similar knives, forks, 
and steels, and cleavers, all the fore- 
going, finished or unfinished, not spe- 
cially provided for, with or without 
handles of mother-of-pearl, shell, ivory, 
deer, or other animal horn, silver, 
nickel silver, or other metal other than 
iron or steel, 16 cents each; with han- 
dles of hard rubber, solid bone, cellu- 
loid, or any pyroxylin, casein, or similar 
material, 8 cents each; with handles of 
any other material, if less than four 
inches in length, exclusive of handle, 
3 cents each; if four inches in length 
or over, exclusive of handle, 8 cents 
each; and in addition thereto, on all 
of the foregoing, 35 r centum ad 
valorem: Provided, That all articles 
specified in this paragraph when im- 
ported, shall have the name of the 
maker and beneath the same the name 
of the country of origin die-sunk legibly 
and indelibly upon the blade in a place 
that shall not be covered. 

“Par. 357. Steel laid scissors and 
shears, and blades for the same, fin- 
ished or unfinished, 10 cents each and 
30 per centum ad valorem; all other 
scissors and shears and blades for the 
same, finished or unfinished, valued at 
not more than 50 cents per dozen, 3 
cents each and 35 per centum ad va- 
lorem; valued at more than 50 cents 
and not more than $1.75 per dozen, 
15 cents each and 35 per centum ad 
valorem; valued at more than $1.75 per 
dozen, 20 cents each and 35 per centum 
ad valorem: Provided, That all articles 
specified in this paragraph, when 
imported, shall have the name of the 
maker and beneath the same the name 
of the country of origin die-sunk 
conspicuously and indelibly on the 
outside of the blade between the screw 
or rivet and the handle. 


Rates on Razors 


“Par. 358. Razors, finished or un- 
finished, valued at less than $2 per 
dozen, 10 cents each; valued at $2 and 
less than $3 per dozen, 12 cents each; 
valued at $3 and less than $4 per dozen, 
16 cents each; valued at $4 or more 
per dozen, 20 cents each; and in addi- 
tion thereto, on all of the foregoing, 30 
ed centum ad valorem; Provided, That 
andles, unfinished razors and blades 
(except for safety razors), safety 
razors, and safety razor handles and 
frames, shall pay no less duty than 
that imposed on finished razors valued 
at $2 per dozen: Provided, That finished 
or unfinished blades for safety razors 

(Continued on page 90 
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Featuring Dynamite for Farming—A Complete Sporting Goods Ad— 
Pointing Out Advantages of Steel Fence Posts—Good Store Paper 


It would certanly pay you to take 
this ad as a model and hand it to your 
printer with such price changes as 











its attractive cuts creating the out- 
door atmosphere and riveting the at- 
tention of the lover of summer. 


The Call of the Outdoors 
No. 1 (3 col. by 9 in.) 


The hardware man who handles 


sporting goods and doesn’t advertise 
them now is letting a lot of business 
slip by him. There are three months 
and more of weather suitable for 
every outdoor summer sport and a good 
quantity of sport goods is going to 
be sold in that time. Get your share 
by using ads, for instance, like this 
one of the T. Conron Hardware Co., 
Danville, Ill. Heré is a complete sport 
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CROPS CAN NOT 
PENCE ROW ‘ Funct Rows 
is Made by Sat & Wire FENCE ROWS 
7-{t. HEAVY GUAGE STEEL POSTS, iT. 
GE dacmibbenibiiddbednbinttbbexdcsniocasens 65¢ 
THE J. G. DEPREZ CO. Shelbyville’s Greatest Store 





3. Making plain the advantages of the 
steel post 


ad that interests a legion of sports- 
men as well as the great army of boys 
now free of school duties and ready 
to devote the remainder of the season 
to the “days of real sport.” 

Hundreds of women and girls are 
taking up tennis. There’s a panel for 
them in this Conron ad. 

We like several things about this ad 
exceedingly well. First, the descrip- 
tions; second, the detail; third, the 
prices, and fourth, the fine layout with 
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STORE NEWS 


3474 READING ROAD 
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| HARDWARE NEWs | 


PUBLISHED MONTHLY BY 


The Wm. H. Fox Co. 


WOODBURN 307 
AVON 379 





This store paper is issued in the in- | 


terest of our customers. Its aims are, 
“To acquaint our friends with the 
things that are happening locally, to 
supply interesting news of our mer- 
chandise, to furnish helpful informa- 
tion of various sorts and to be abso- 
lutely ‘TRUTHFUL’ in every state- 
ment it makes regardiag the above 
matters.” 


Copies of this STORE NEWS will 
be sent FREE anywhere upon re- 
quest. If your copy: doesn’t reach 
you regularly, please 
promptly 








A Store of 
Retiabte-Hardware 


By reliable we mean that you can 


buy goods here of reliable quality 


That you can purchase here with 
confidence 


That whatever we say about our 


goods is founded on facts 


That, when we make a statement 


in our advertisement, it can be re- 


lied upon as a truthful statement. 


Thet this is a réliable-store in all 


that the term implies 


You take” no 
comme here for hardware and hous« 


wares because our guarantee of sat 


isfaction protects every purchase 


advise ust)’ 


‘ 
chances, when you | 
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’Twas Said: 


Mother came downstairs har- 
r§ssed and wearied after putting her 
seven-year-old son to bec 

“John, you must help me with that 
child and answer some of his ques- 
tions; he tires me out.” 


“Certainly, my dear, that’s easy,” 
answered he? husband ‘hy do 
vou let little things like that tire you? 
Tell him to come to me with his 


questions in the future.” 

And he came. Here are a few of 
his questions 

“What does aljellyfish eat?” “Why 
do hens lay eggs?” “How far can a 
cat spit?” 

We admit that we would have had 


difficulty in answering the questions 


“of o-itts-younr American, “har we as 


know considerable about Hardware, 
Paints, Auto Gardening 
and Housekeeping needs and we are 
always glad to help our tustomers 


Accessories, 





in every way. possible and answer 
questions invour |i 
Our experience is at your service 





Phone Your Hardware 
Wants To Us 


When you a inable to make a 
trip to the stor r hardware, just 
pick up the rece and ask Central 

Woodburn Avon 379. We 
will see that t what you want, 


| attention and 

u receive if 
n ‘to each and 
can be returned 
af not entirely satistactory 


and the san 


prompt ser at y 
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GILBERT AND CURTIS 
P 





CAUSE FOR AMUSEMENT 
“What are you laughing about?” 
‘N, 





»w that peace is here, I'm think- 
ing of the poor beggars who got 


married to escape the army 





A SHOCK CERTAIN 











Doctor,” said the notorious tight- 
wad, “do you think you can get this 
tooth out without causing a shock 
to my nervous s em?” 

I'm afraid not,” replied the den- 
tist, dryly It will cost you a dol- 
lar.” 

MAN OF ACTION 

She—"I like a man of few words 
and many actions.” 

He—"“You want my brother; he 
has St. Vitus’ dance.” 

He My dear, I can’t afford to 
buy xu that hat.” 

She Still, you'd save money if 
you did.” 


do you make that out.” 
u shall fret myself 














ill if [ don't tit. and you know 
what doctor's bills are.” 

Suitor—What makes you think, 
sir, that I ll not be able to support 
your daug ?” 

Fathe Because I haven't been 
able to do it myself.” 

She I appreciate the compliment, 
but I'm afraid I could never make 

ut happy.” 

He Oh, yes, you could. You 
don't know how easily pleased 5 am.” 

Are you getting acquainted with 
your new neighbors 

We yes, their cat invited our cat 
to a musicale last night 

Well, Dinah, I hear you're happily 


married. Is sur man a good pro- 
le 
er 


Yes, mum, but I skeered he might 
be katthed at it 


4. A business-building store paper 
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might be necessary and put it in the 
paper as quickly as possible. You will 
be gratified at the number of store 
callers it is bound to bring. Better 
yet, give it a twice a week run for a 
couple of weeks and then check your 
sport goods sales against the ad cost. 
We’ll guarantee you’ll win out. 


Powder for Farm and Sports 
No. 2 (4 cols. by 10 in.) 


Here’s a combination farm and 
sports powder ad—a rare bird in the 
retail hardware ad flock—and we are 
specially gratified to be able to show 
it to you. It’s the work of the Mitchell 
Hardware Co., Ashtabula, Ohio. 

It would seem that most hardware 
men take it for granted that all farm- 
ers know about powder and dynamite 
for farming but here’s a firm which 
doesn’t and is anxious to place the 
booklet, “Progressive Cultivation,” in 
the hands of the farmer. 

At the same time Mitchell is reach- 
ing out for the trap shooter and of- 
fers him a_ booklet about sporting 
powders which will show him the ad- 
vantages of “Hercules” for loading his 
shells. 

We consider this a very efficient ad. 
It gets the interest of the readers aimed 
at but does not attempt to tell a story 
better told by a booklet. But the in- 
terest aroused will draw many bookles 
from the store and subsequently sales 





We carry a full line of Baseball goods for 
th men and boys. Boys’ baseball! mitts and 
gloves. A special purchase offered at $1.0.) 
each. Good values in fielders’ gloves may 
be had for $3.60, $4.95 and $6.30. 


ho 





Tennis is going to be a big favorite this 
summer. Our racket assortment is most 
complete and includes all the wanted styles 


$88.00, 
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Hercules Dynamite “2"*° 


—AND— 


Blasting Supplies POWDER 


Are of-the highest quality and reliability. 
We can supply you with various grades and per- 
centages of Dynamite to meet your requirements. 


For hunting and trap-shooting we recommend shells 
loaded with 


HERCULES 


“B.C.” and “Infallible’ Smokeless and “L. & R. 
Orange Extra” Black Powders. 

Ask us for copies of the Hercules booklets “Pro- 
gressive Cultivation,” which tells how to use dynamite 
onthe farm, and “A Talk About Hercules Sporting 
Powders.” 





Old Town 
CANOES 


No ontdoor sport is so cheap and available to 
everyone and more healthful than canoeing. The 
first cost of an “Old Town Canoe” iz all its cost. 
We are showing a 17 ft. Charles River Model, col- 
or, dark green with open spruce gunwales, Price 
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@ MITCHELL? 


IT PLEASES US TO PLEASE YOU 
ASHTABULA 
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2. Selling powder to farmer and sportsman 


THOS. CONRON 


HDWE. CO. 


Fishing Tackle 


We have jast recpived a shipment 
of South Bend fishing tackle—look 
over titis list and see what you need— 
Bass Oreno (wooden baits) 85¢; Cal- 
mac Bugs (Bass flies), 65c; Creck 
Chub Baits in natural scale finish at 
95c; Al Foss Oriental Wiggler at $1; 
Al Foss Pork Rind at 45c per jar; 3- 
piece jointed bambo poles, $1.25; fish- 
ing outfit, including jointed bamboo 
pole, line, reel and bait, price $1.95. 


Base Ball Goods 


BATS 
“Louisville Slugger”, $3.00; ‘Hea-~ Hit- 
ters, 90c, and “Boys”, 40c. 
Boys’ Chest protector, $3.60. 


Tennis Outfits 


and weights, from Cresent Rackets at 75¢ to 


the American Drivers at $16.00. 
Paramount Tennis Balls, 6% each 











1. The outdoor sport lovers will read this ad 











made through the booklet’s follow-up 
of the ad. 

This is the type of advertising used 
by mail order firms and it seems ex- 
actly suited to many sales propositions 
in the hardware store. We recommend 
iGe 

Note that the trade mark of the 
powder is used which is valuable, as 
it ties up with the farm paper and 
other publicity carried on by the man- 
ufacturers. 

The Steel Fence Post 
No. 3 (2 cols. by 6 in.) 

There’s a big field for fence posts 
—a field as big as all the “fields” in 
the U.S.A. Wherever there is a field 
there is a prospect for fence posts. 

This ad sent us by the J. G. DePrez 
Co., Shelbyville, Ind., is a pictorial ar- 
gument—a newspaper movie as it were. 
You follow the captions and the pic- 
tures do the rest. Afted studying this 
for a while, we are convinced that it 
says a whole lot pictorially. 

Supposing you study it for a moment 
and then see if the arguments ad- 
vanced ought not to appeal strongly 
to a farmer, especially when he can 
buy a 7 ft. heavy guage post for 65c. 
We should say it ought to appeal so 
strongly that the DePrez store will 
be kept stepping lively to fill orders. 

One desirable feature of an ad of 
this kind is that the drawing be so 
made that it will reproduce well in 
the newspaper and in this case, it will 
be noted that the ad prints very well. 
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An Effective Store Paper 
No. 4 (7 in. by 10 in.) 

Every month Store News goes out 
from the hardware store of the W. H. 
Fox Co., Cincinnati, Ohio, and through 
this bright, well edited store paper, the 
Fox store is gaining new friends each 
month and holding fast to old ones. 

The current number (June) is the 
third number of Volume Two and it ap- 
pears that Store News has grown to 
be an advertising fixture of the Fox 
establishment. 

We reproduce the first page of the 
paper and direct special attention to 
the stock cuts used. Instead of plain 
type for headings, syndicate cuts are 
used which dresses up the sheet a great 
deal. 

We think it a good idea to run ex- 
traneous matter on the first page for 
it is the page that first greets the 
reader’s eye and it should be diver- 
sified in character. This is always de- 
sirable in a store publication for such 
a sheet should partake of the nature 
of the newspaper. 

The three other pages of the paper 
featurs such items as wedding gifts, 
cream freezers, pyrex, screens and 
screen doors, auto supplies, tennis balls, 
flashlights, hose, garage hardware, 
‘amper’s outfits, paints and varnish 
and lawn mowers. 

It will be observed that a single is- 
sue of a store paper can cover quite 
considerable ground. This number fea- 
tures two ads recently reproduced in 
these columns; one by Howard’s, Mt. 
Vernon, N. Y., on lawn mowers and 
another on “the woman’s store,” orig- 
inally worked out by Peck & Fly, Gon- 
zales, Texas, and shown in these col- 
umns in the issue of Jan. 20, 1921. 
This latter ad proved one of the best- 
liked ads we have ever shown as at- 
tested by the wide use given it by hard- 
ware dealers. If by chance, you missed 
it, better dig up the issue of HARDWARE 
AGE and use it if you want to do a 
bigger business with the women folks. 


A MANUFACTURERS’ 
VIEWPOINT 
The following letter has been re- 
ceived from a well known hardware 
manufacturer: 
Editor, HARDWARE AGE, 
New York City. 
Dear Sir: 

The writer presumes that in 
your investigation you have found 
that dealers are complaining in 
regard to being unable to get 
goods as specified from jobbers. 
In other words, the jobber if he is 
out of one brand of goods will 
substitute another brand rather 
than give the dealer what he spe- 
cifies. 

We can appreciate that the job- 
bers are anxious to reduce their 
inventory and turn same into cash 
and it is probably natural that 
they do not want to go out and 
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buy goods when they feel that 
they have a suitable substitute in 
stock. 

Nevertheless in the _ writer’s 
opinion this is one of the import- 
ant reasons why business is at 
such a standstill in hardware. The 
dealers are keeping up _ their 
stocks and buying in reasonable 
quantities but the jobber refuses 
to pass on the business to the 
manufacturer. 

In some sections our salesmen 
report that the buyers frankly tell 
them that they cannot even buy 
goods when they are out of stock 
and they admit that they are sub- 
stituting wherever possible. Un- 
til the jobbers get over this atti- 
tude there will not be any healthy 
development in the hardware in- 
dustry and in the long run this 
will work to the detriment of the 
country as manufacturers cannot 
continue to manufacture goods 
unless there is a market for same. 

If organizations are disrupted 
it will take months to build them 
up when a_ buying movement 
starts and this will simply mean 
another inflated market for labor 
and material. What we are “nter- 
ested in is a stabilized market. In 
this respect we believe that the 
shrewd buyer who thinks his dol- 
lar is worth more than anybody’s 
else and tries to break a fair 
market is just as much an enemy 
of good business es the buyer who 
refuses to buy. 

When we have dealers tell us 
that jobbers report that they can- 
not secure our tools, we feel that 
we have a legitimate ground for 
complaint. In addition such prac- 
tices do not allow a manufacturer 
to cash in on his legitimate adver- 
tising and if such a condition con- 
tinues to exist it will be one cf the 
chief causes of cancellation of 
many an advertising contract. 

If dealers cannot secure what 
they desire they should take the 
trouble to write to the manufac- 
turer giving their jobber’s name. 
This would give the manufacturer 
the opportunity of talking plainly 
to the jobber and if the jobber re- 
fuses to co-operate the manufac- 
turer would naturally arrange to 
take care of the dealer’s wants 
direct. 


REGARDING HOTEL RATES 


Greenfield, Mass., 
June 14, 1921. 
Editor HARDWARE AGE: 
New York City. 
Dear Sir: 
It was a pleasure to see on page 
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ninety-three of the June 9th issue 
of HARDWARE AGE the boost you 
have given the effort of the National 
Hardware Association to bring 
about a reduction in hotel rates. 
Your support of this campaign 
will be very helpful indeed and the 
more people we can enlist in it the 
better it will be in the long run for 
the hotels, and certainly the better 
it will be for all men who travel. 
Our sales organization has given its 
hearty support to this move wher- 
ever the men go, and if the traveling 
men of manufacturers, jobbers and 
others will pitch in the change can 
be brought about very quickly. 
Cordially yours, 
GREENFIELD TAP & DIE CORPORATION 
Ralph Barstow, 
General Sales Manager. 


The Annual Beefsteak Fry 

The Hardware Club of Cincinnati, to 
the number of over 150, had their an- 
nual beefsteak fry and sing song on 
June 23. Details of the place where 
the sessions were held are not of public 
interest, but suffice to say that it was 
“somewhere in Kentucky.” To anybody 
attending, it was a treat. Staid busi- 
ness men for the moment forgot their 
troubles and cares.—if a hardware man 
can be said to have any—and entered 
whole-heartedly into the spirit of the 
doings so well arranged by “Al” Becker 
and Fred Guckenberger. And that it 
was one of the most successful ever 
held by the Club was the unanimous 
verdict. rivalling even those held in the 
days when the Eighteenth Amendment 
was a thing to be descried far into the 
future. The steak was delicious, the 
refreshments everything that could be 
expected in these times. There is a 
suspicion, however, that cob-webbed 
cellars were visited by many of those 
attending previous to leaving for the 
rendezvous, for it was a real old-time 
crowd that donned coats and ate, sang 
and danced for several hours on one of 
the hottest nights of the year. As re- 
marked before, “Al” and “Fred” were 
chiefly instrumental in arranging for 
the big event, but Ray Strief, Johnny 
Wirtz, Henry Jansen, “Link” Bradley, 
Jr., and “Chinamel” Brown contributed 
largely to the speed of the affair after 
it was set in motion. Jake Bohrer and 
his bunch of musicians from Keith’s 
furnished the music in their best style. 
Regret was expressed that two of the 
leading the Hardware 
Club’s quartet, Charley Lammers and 
3evis, were unable to be present, 
but assurances were received from both 
that their “spirits” were with the gath- 
ering. 

The Hardware Club and the Hard- 
ware Guild will hold their annual out- 
ing at Bass Island on July 28. All 
hardware men and their families are 
invited, and the local clubs are complet- 
ing arrangements for the affair. 


members of 
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on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


Office of HARDWARE AGE, 
239 West 39th Street, 
New York, July 2, 1921. 
FFECTIVE July 1, 1921, the 
BK United States Railroad Labor 
Soard extends its wage reduc- 
tion order to include all classes of em- 
ployees on every railroad known as a 
Class 1 carrier. The Class 1 group in- 
cludes every large railroad and most 
of the smaller ones, adding 210 more 
roads to the previous list of 104 whose 
employing wage will be reduced 12 per 
cent. With the addition of Class 1 
carriers, embracing nearly every road 
in the country, it is expected that the 
estimated annual saving of $400,000,- 
000 on the country’s railroad labor bill, 
will be effected. The only change in 
the flat reduction of 12 per cent was 
made in the interest of marine work- 
ers, whose rates had not been decided 
at the time HARDWARE AGE went to 
press. 

The Federal Reserve Bank made a 
survey among fifty-eight representa- 
tive retail stores in New York City. 
It is reported from this source that a 
comparison of the actual sales for May, 
1920, and the same month this year 
shows that May, 1921, had an increase 
of 10 per cent in the actual number 
of transactions, although the amount of 
money involved was 13 per cent less. 
In other words, although the actual 
profits totalled less, because of price 
reductions, the actual number of sales 
was greater. 

It is reported that the United States 
Steel Corporation will eliminate the 
time and a half rate for overtime, pay- 
ing only the regular flat hourly rates 
regardless of the number of working 
hours in one day. This is said to make 
a reduction of 16 per cent in the pay- 
roll of the corporation, which, it is 
thought, will shortly be reflected in the 
new prices expected from this source. 

In discussing the expected steel re- 
duction a member of a local wholesale 
house mentioned that covering a period 
of fifteen years every cut in steel was 
followed in three months by a corre- 
sponding cut in finished hardware 
products. This, of course, does not 
necessarily create a precedent for what 
may occur at this time. Even if 
changes in hardware did follow—a 
change in steel—such items as tools 
would not be affected. In tools the 
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material costs represent the minimum 
expense, and the price of labor must 
come down to bring lower prices. 

Both retailers and wholesalers | in 
this district seem greatly interested 
in the foregoing information, and re- 
ported for the past week no change in 
general conditions. 

The following are some of the im- 
portant price changes: 


Powdered emery, llc. per lb.; bat- 
tery zincs, $5.50 per 100. 

Corrugated fasteners, plain edged, 
take a discount of 50 per cent; same 
with saw edge take a discount of 33 1/3 
per cent. 

It is rumored that a revision of 
price on Leonard watches will soon 
take place. 

Coated nails are quoted at $2.50 per 
keg, warehouse. 

Galvanized Wire.—A report comes 
of a reduction of 20 cents per 100 Ib. 
on galvanized wire, extras, 14 gage 
and heavier. 

Furniture nails have been reduced 
10 per cent. 

Automobile Accessories. — Whole- 
salers report that accessory items used 
on summer vacation tours are very 
much in demand. For example, lug- 
gage carriers, spot lights, extra bulbs 
and bumpers are taking much atten- 
tion; in general the line is not as much 
in demand as it was two or three weeks 
ago. 

Axes.—The price revisions of about 
a month ago‘increased interest in the 
local market. The increase, however, 
was slight and stocks are apparently 
adequate for the demand. 

Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 
oer Pall City’ axes, 2% Ib., $13.50 per doz. 

Leng Island handled axes, 24% to 2% Ib., 
$19.60 per doz. 

Second quality, 26 in. handle, 4 to 5 Ib., 
$19 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 
$20.75 per Goz. 

Connecticut pattern, handled axes, 3 to 
3% Ib., $19.60 per doz. 

Bolts and Nuts.—Rumors persist 
that there will be price reductions in 
this line, but leading interests are 
quoted as saying that nothing definite 
has been decided upon, and that the 
rumor has not been confirmed. 


Jobbers’ quotations f.o.b. New York: 
Common carriage bolts, % x 6 and 
smaller, 40 and 5 per cent; longer and 
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thicker, 40 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 75 and 10 per cent; 
common tire bolts, 60 and 10 per cent; sink 
bolts, 70 per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent; brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; 5 and larger, 
50 and 10 per cent. Lag screws, 45 per 
cent. 

Toggle bolts, steel, bright finish, 50 and 
10 per cent. 

Iron rivets, 35 and 5 per cent; copper riv- 
ets, 50 and 5 per cent; black tinners rivets, 
35 and 5 on new list; tin tinners’ rivets, use 
black list plus $7.25 per 100 Ib. 


Coffee Mills.—The demand for coffee 
mills is rather light, though local 
stocks are in good condition. Prices 
are expected to continue for some time. 


JoLbers’ quotations f.o.b. New, York: 

_ Coffee mill, glass hopper, metal parts 
japanned, holds 1 lb. coffee, $11 per doz. 
—* slightly different shape, $14.25 per 
aozZ. 


Farming Tool Handles.—It is still 
considered early for this class of goods. 
In some sections the sales have been 
very good, while in others farming tool 
handles have been very dull. 


Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz., plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz., plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. less 5 
per cent, 

Shank rake hoe handles, $3.40 per doz. 
plus 5 per cent. Spade handles, $7.10 per 
doz. plus 5 per cent. Malleable D spading 
fork handle, $5.75 plus 5 per cent. Wooden 
D spading fork handle, $6.90 plus 5 per 
cent. 

Farming tool handles’ generally are 
quoted in this section at discount of 5 per 
cent. Pick, sledge, hammer and hatchet 
handles are quoted discount of 5 per cent. 


Galvanized Ware.—Local jobbers 
predict that the sluggish market in 
galvanized ware will probably continue 
until the fall. All buying is very tight, 
and no one is stocking beyond their 
present needs. It will be noted that 
galvanized sheets, No. 28 gage, have 
been reduced about 25 cents. 


Prices to retailers f.o.b. New York: 

Galvanized sheets, No, 28 gage, $5.75 to 
$6 per 100 Ibs. 

Jobbers’ quotations f.o.b. New York: 

Galvanized jails, 8 qt., $2.85; 10 qt., $3.20; 
12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. Prices 
are for 1 doz 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—The 
abundance of rain during the past week 
have kept the sales condition at a 
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standstill, though the week previous 
sales were reported very good. As the 
weather gets warmer it is expected 
that the demand will increase. 


Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply, 13c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per ft. Bull Dog 
brand, 7 ply, 18c. per ft. 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., 
corrugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corru- 
gated galvanized steel drum, enameled 
green, 100 ft. capacity, $51 per doz. 


Garden Hose Nozzles.—Following 
the revised prices announced two weeks 
ago, there was a noticeable improve- 
ment in this line. The improvement, 
however, was slight. 


Hose nozzles, polished cast brass, for % 
in. hose, are quoted at $7.89 per doz. 
Same, extra heavy, $8.25 per doz. 


Garden Tools.—Garden tools have 
been affected more noticeably in the 
prevailing dullness than any other sea- 
sonable item. Prices are unchanged. 


Jobbers’ quotations f.o.b, New York. 

Spading forks, 11 in. angular tines, 
forged from crucible steel, steel cap fer- 
rules—4-tine malleable D handle, bronzed 
with strap ferrule, $12 per doz. Same, 
with wood handle, $15.50 per doz. Same, 
with wood handle and five tines, $24.20 per 
doz. 

Weeding hook, malleable’ iron, tin, 
enameled wood handle, $1.20 per doz., net. 
Same, three steel tines, tin, black enam- 
eled handle, $1.35 per doz., net. Same, 
three hand-forged steel prongs, grip han- 
dle, $1.40 per doz., net. 

Post hole digger, blade 9 in. long, length 
5 ft., weight 10 Ibs., $24 doz, net. 

‘Turf edger, cast steel blades, bronze fin- 


ish shank, 4% ft. handle, socket style, 
$12.03 per doz., net. Same, shank style, 
$10.85 per doz., net. 

Standard tree pruners, forged steel 


blade, with 2 in. curved cutting edge, steel 
drawing rod, lever handle with steel lever 


and hardwood grip, all sizes, are being 
quoted at 20 per cent discount by local 
jobbers. 

Lopping shears, blades made from tool 
steel, 26 in. handles, $16. per doz., net. 


Ladies’ flower trowel, heavy one-piece 
steel blade, 5 in., half polished and enam- 
eled maroon, stained handle, $1.25 per doz., 
net. 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 


Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 


one-piece steel, 6 in. blade, half polished, 
painted red, ebony finished handle, $4.35 
per doz., net; 6 in. solid socket forged steel, 
full polished, grip handle, $7.51 per doz., 
net, 

Shank hoe, riveted steel blade, assorted 
6%, Tand 7% in., 4% ft. handle, blue finish, 
sell fcr $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7. 7% and 8 in., 4%4 ft. nandle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%, 7, 7% and 8 in., 4% ft. 
handle, gold Lronze finish, $9.37 per doz. 

Hose Couplings.—There is not much 
doing in hose couplings, but prices are 
steady and stocks adequate. 

Jobbers’ quotations f.o.b. New York: 

Brass hose couplings, cast metal for % 
in. hose, $2 per doz., net. Same for % in. 
hose, $2 per doz., net. Clinching hose 
coupling, solid brass, clamps and _ tubes, 
one piece, % in. hose, $2.75 per doz., net. 
Improved brass hose connections for fau- 
cets, % x % in., $2 per doz., net. 

Ice Cream Freezers.—This district 
has been suffering from excessively 
hot days for the past ten days, which 
tends to keep up an improved interest 
for freezers. Prices are firm. 

Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 
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White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 qt., 
$13.70 apiece. 

Auto vacuum freezers are quoted at 
$3.35 apiece in the 1-qt. size and the 4-qt. 
size about $6.70 apiece. 

Prices to retailer f.o.b. New York: 

Acme freezer, 2-qt. size, $11.50 per doz.; 
4-qt. size, $20 per doz. 


Lanterns.—Early fall orders are ex- 
pected to show good orders for lan- 
terns. At present there is not much 
demand. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz, Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers.—In the suburban dis- 
tricts retailers report fairly good sales. 
City jobbers say that the interest 
seems to be declining. 


Jol-bers’ quotations f.o.b. New York: 

Common lawn mower, with 8 in. open 
drive wheel and 4-blade cutter, 12 in. size, 
$7.60 apiece. Same, 14 in., $7.80 apiece. 
Same, pipe ball-bearing lawn mower, with 
higher grade knife steel blades, 14 in., 
$10.30 apiece; 16 in., $10.70 apiece. Higher 
grades ball-bearing lawn mowers, 14-in. 
size, $12 apiece. 

Grass catchers to fit mowers, from 12 to 
16 in., are sold at $14 per doz. 

Linseed Oil.—Irregularity and dull- 
ness describe the present day linseed 
oil market. Though the market can- 
not be called weak the amount of oil 
consumed is not very large. 

Prices to retailers f.o.b. New York: 

Linseed oil in carlots is quoted at 75c to 
77c. per gal.; less than carlots, but more 
than 5 bbl., is 78c. to 80c. per gal.; less 
than 5 bbl. is 80c to 83c. per gal. Boiled 
oil is 2c. additional per gal.; double boiled 
oil is 3c. extra per gal., and oil in half 
bbl. lots is 5e. per gal. additional. 





Rat and Mouse Traps.—Prices an- 
nounced last week will probably stand 
for some time. There is not much de- 
mand for traps at this time, but it is 
expected the fall will show an increased 
interest. 


Jobbers’ prices f.o.b. New York: 

“Out Sight’ rat traps, $1.45 per doz. 
“Out Sight’ mouse traps, 75c. per doz. 
“Victor’’ mouse traps, 25c. per doz. ‘Hold 


Fast’’ mouse traps, 27c. per doz. 


Nails.—Though the prices given be- 
low are the published quotations in 
this district, the local market is nego- 
tiable, and offers of nails as low as 
$2.75 and $2.90 have been found. Fur- 
niture nails have been reduced 10 per 
cent and coated nails from warehouse 
stock are quoted at $2.50 per keg. 


Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.75 to $4 base per keg. 
Cartage lic. to 25c. extra. Cut nails, $4.75 
to $5 base per keg. 

Copper wire nails, 5 Ib. to a box, 1 in., 
42c. per Ib.; 1% in., 41c. per Ib.; 1% in., 2 
in., 2% in., 3 in., 40c. per Ib. Copper cut 
nails, 5-lb. boxes, 1% in., 50c. per Ib.; 2 in 
2% in., and 3 in., 49c. per Ib. 

Naval Stores.—Hand to mouth buy- 
ing continues, and a feeling of uncer- 
tainty seems to prevail. Buyers are 
reluctant to order for future require- 
ments. 

Prices to the retailer f.o.b. New York 

Turpentine, on a yard basis, 58%c. per 
gal. Rosin, on the basis of 280 lb, to a bbl., 
yard besis, grades B. D and E, $5; Grade 
F, $5.10; Grade G, $5.15; Grade H, $5.20; 
Grade I, $5.25; Grade K, $5.60; Grade M, 
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$6; Grade N, $6.75; 
Grade WW, $7.75. 

Pruning and Grass Shears.—No new 
price changes have come to light dur- 
ing the past week, and moderate inter- 
est prevails for these items. 


Jobbers’ quotations f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz., 
net. California pattern, tool steel blade, 
volute tempered spring, nickel plated finish, 
6 in., $16. Same, black finish. $11.58 per 
doz., net. Same, 9 in., full polish, $17 per 
doz., net. California pattern, with ratchet 
butt, tempered steel blade, volute spring, 
full nickel plated, $19 per doz. 

Grass shears, 5% in., steel 
finish, polished edge, $3.40 per 
Same, trowel shank handle, 
in. blade, green enamel 
doz., net. 


Roller Skates.—Interest is of the 
expectant nature in this line. Little 
activity is expected before early fall. 
Present prices will probably hold for 
some time. Stocks seem to be in fair 
condition. 


Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extensicn skates, with tops, tricks, clamp 
made of cold rolled steel, rubber cush- 
ioned, extension 7% to 10 in., half strap 


Grade WG, $7.25, and 





blades, jet 

doz., net. 
tempered 5% 
finish, $4.25 per 


heel, clamp toe, plain steel roll, $2.10 per 
pair, Extension ball-bearing roller skates 
for men, nickel-plated, $2.65 per pair. 


Same, for women, $2.75 per pair. 


Rope and Twine.—Another reduc- 
tion of 2 per cent per lb. was an- 
nounced on Manila rope. There has 
been no additional reduction on sisal. 
Buying is very dull, and local jobbers 
consider this additional price lowering 
unwarranted. 

Jobbers’ quotations f.o.b 

Manila rope, No. 1 grade, 16c. per Ib.; 
manila No. 2 grade, lic. per lb.; manila 
No. 3 hardware grade, 13c. per lb. Sisal, 
No. 1 grade, 13c. per Ib.; sisal,,.No. 2 grade, 
lle. per Ib. Bolt rope, 20c. to 22c. per Ib. 
Lath yarn, 13c. to 15e. per Ib. Jute wrap- 
ping twine, 18¢ .to 23c. per lb. India hemp 
twine, No. 9, 15e. to 17¢c. per Ib. 


New York: 


Screws.—Prices are firm at present 
and local jobbers say there will be no 
change in wood screws. Stocks are 
fair. 

Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Iron, bright, flat head, 
72% and 10 per cent; iron, bright round 


‘ 
and oval head, 701% and 10 per cent; iron, 
and 10 per cent; iron, 


blued, flat head, 72 
head, 70 and 10 per cent; 







blued, round 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent. 

Machine screws, iron, flat and round, 75 
and 5 per cent to 75 and 10 per cent; brass, 
flat and round, 70 and 5 per cent to 66% 
and 5 per cent. ” 

Escutcheon Pins.—40 to 45 per cent. 

Screen Door Hardware.—Interest 
for sets continues fairly active. Prices 
are unchanged. 

Jobbers’ quotatiors f.o.b 

Screen-door latches, 
front latch, dull brass, $7.90 to $15 per doz. 
sets. Window screen, corner brackets, iron, 
dark bronze, fcur brackets to a set, 
per doz. sets. Same, better quality, 
per doz. sets. Screen-door catch, cast iron, 
Diamond boit, with knob and lever handle, 
reversed bevel, bent strike outside plate 
1%, x 3% in. for doors % to 1% in., dark 
bronze with screws, $2 per doz. Same, 
in wrought steel, dull t 3 . $8.40 per 
doz. Bommer pattern, japanned screen-door 


New York: 
Steel trim, iron 








hinge, steel 3 in., $2.50 per doz. pair. Cast 
iron screen-door spring hinges, 3. in., 
japanned, $2 per doz. pair. Same, 1 to 1% 


in., double acting, $3.75 per doz. pair. Wire 
gate hook and eye are being quoted 85 and 
10 per cent off list 


Sprayers and Sprinklers.—In subur- 
ban districts the sale of these items 
has been very good. The continued 
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warm weather will probably be an aid 
in keeping up the sale. 

Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, ete., tin sprayer, 1-pt. capacity, $4 
per doz., net. Same, 1-qt. capacity, $5.75 
per doz., net. 7 

3rass, 1-qt. capacity, $12.50 per doz., net; 
tin with brass tank, 1-qt. capacity. $11.50 
per doz.; continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz, 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 


$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head; three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz., 
net: sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 
head with streams threwn by the three arms, 
head, arms and upper stem brass, nickel 
plated, malleable iron sleds, japanned, $28 
per doz. 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz., net 

Watering Pots.—Galvanized iron, zinc 
roses, 6 qt., $9 per doz., net. Same, 8 qt., 
$10.70 per doz., net. Same, 10 qt., $12.35 per 
doz., net. Same, 12 qt., $14 per doz., net. 

Wheelbarrows.—The sale for wheel- 
barrows is very light, and it is the 
opinion of some jobbers that the prices 
are too stiff to be interesting. 

Prices to retailers f.o.b. New York: 

Bolted canal or railroad barrows, han- 
dies and lees made of 14 in, hard maple, 
wheels 16 in. diameter, 14% in. face, length 
of hubs 6 ir., legs bolted to the handles and 
back of tras Cross bars between legs are 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, June 29 

WZ XCEPTING some lines of building 

4 material, summer slackness_ has 
plainly decreased hardware _ buying. 
Particularly is this so in jobbing cir- 
cles, which, of course, are the first to 
fee] the seasonal changes. 3ut retail- 
ers, too, have begun to notice a let-up 
and will not expect brisk buying until 
fall approaches. 

General and pronounced optimism is 
expressed everywhere concerning the 
fall business prospects. Manufacturers, 
wholesalers -and retailers alike seem 
convinced that the new season’s de- 
mands will bring about a resumption of 
buying of greater volume and exten- 
siveness than has existed for the past 
ten months 

In support of this belief it is pointed 
out that overstocks have been com- 
pletely liquidated; the credit situa- 
tion is easier; agricultural products 
will show greater net earnings and pub- 
lic confidence is being restored. These 
are all important factors and if they 
are correctly understood it seems cer- 
tain a better volume of business is in 
sight. Present quietness is largely a 
matter of the calendar and must be ex- 
pected whether times are lean or fat. 

Prices tend downward on items af- 
fected, but no great number of ines 
are touched. 

Building activity is of an encourag- 
ing nature. Some work is under way 


in all communities and certain centers 
are enjoying a small sized boom. Home 
and apartment construction leads, with 
some inquiries indicating occasional ex- 
tensions in industrial building. But, 
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bolted to bottom of legs, making 6 bolts in 
the barrow, steel or wooden wheel, $4.40 
each, net. 

Same type barrows, having 10 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to legs and handles, steel or wooden wheel, 
$4.70 each, net. 

Garden barrows, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of wheel 
1 in., length of hub 12 in., height of body 
8 in. length of body 23 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 12% in., weight 27 lb., $5.35 each, net. 

Garden barrow, handle length 5 ft., 
diameter of wheel 20 in., height of body 
10 in., length of body 28 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 17 in.; weight 50 Ib., $6.65 each. 

Garden barrow, 5 ft. 6 in., length of han- 
dle, diameter of wheel 20 in., height of 
body 14 in., length of body 29% in., width 
of body at handle end 24% in., at wheel 
end 21% in., weight 65 Ilb., $8 each, net. 


Wire Goods.—There has been no 
revision in prices on wire goods during 
the past week, nor does there seem to 
be any rumors of any revision. Two 
weeks ago many jobbers expected 
changes, but this past week has not 
brought out any developments, and 
local houses report that they expect 
the present prices to hold for the time 
being. Stocks are adequate in most 
items and the demand is fairly con- 
sistent. 


Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth. New York 
stock 2 x 2 mesh. $5.59 per 10) sq. ft.; 
2% x 2% mesh, $5.70 per 100 sq. ft.: 3 x 3 


CHICAGO 


it is stated, it will be another season 
before there is an important volume of 
industrial and farm building, as these 
two fields have been and will continue 
slow to recover normalcy. 

Collections require closer attention 
than formerly, but responses are usual- 
ly good where an extra effort is made 
to secure remittances. 

Automobile Accessories.— While busi- 
ness is trailing as compared with the 
peak seasons of 1920 and 1919, some in- 
dications encourage the trade. The pub- 
lic’s tendency to “make the old car do” 
calls for the buying of accessories and 
supplies and it is noted that repair 
shops are more actively in the market 
than they were earlier in ‘the season. 
Warmer weather has prompted a more 
general use of cars and this has brought 
out more business. Staples are selling 
better, but the auto owning public is 
still side-stepping frills and novelties. 
Some sections report a big pick up in 
tire sales. Prices continue with little 


change. 
Automobile Accessories.—We quote from 
jobbers’ stocks, f.o.b. Chicago: teliable 


jacks No. 46, $3 each, $34 doz.; De Luxe 
long handled jacks, $8.50 each; No. 1 
standard jacks, $3.25 each; twin-cylinder 
foot pumps, $1.25 each; Simplex jacks, $2.10 
each; Stewart hand horns, $4 each; Howe 
spotlights, $4 eacn; Weed chains, 30 x 3%, 
$5 per pair, with 25 per cent off in lots of 
one dozen pairs and 33! per cent off in 
lots of more than one dozen pairs; Rid-O- 
Skid chains, $2 to $2.65 per pair; inner- 
tubes, red, 30 x 3%, $2.50 each; gray tubes, 
30 x 3%, $2.05 each; Lyon bumpers, $10.25 
each; Bethlehem spark plugs in lots of 100 
special type, 43c. each; Micu type Bethle- 
hem, 74c. each; standard porcelain Bethle- 
hem plugs, 55c. each; Hercules Giant plugs, 
55c. to 60c. each; Hercules Junior plugs, 
27c, to 35c. each; Hel-Fi standard plugs, 
45e. to 52c. each; Hel-Fi tractor plugs, 84c. 
to $7c. each: A. C. Titan plugs, 58c. each; 
A. C. Cico plugs, 48c. each; Splitdorf plugs, 
70c. to 78e. each; United Junior plugs, 40c. 
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mesh, $5.75 per 100 sq. ft.; 4 x 4 mesh, $6 
per 100 sq. ft.; 5 x 5 mesh, $6 per 100 sq. 
ft.; 6 x 6 mesh, $6.50 per 100 sq. ft.; 8 x 8 
mesh, $7 per 100 sq. ft. 

ond 50 lineal ft. rolls add 15c. per 100 
sq. ft. 

Add %c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 lb. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage, 
$1.20 per stone; 20 gage, $1.30 per stone; 24 
gage, $1.60 per stone. Annealed galvanized 
iron wire, 12 lb. in each stone, 16 gage, 
$1.35 per stone; 17 gage, $1.40 per stone; 18 
gage, $1.45 per stone; 19 gage, $1.55 per 
stcne; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone, 

Barbed wire, $7.50 per 100 lb. for both 3 
point 4 in. and 4 point 6 in. Ribbon wire, 
100 Ib., $9.50. Twist wire, $6.10 per 100 Ib. 

Bar wire, hog No. 3, $6 per 100 Ib.; cattle, 
No. 6, $6 per 100 lb. Copper wire, No. 12, 
38c. per lb.; No. 14, 38c. per lb.; No. 16, 39c. 
per lb.; No. 18, 40c. per lb. 

Dull galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 per 100 sa. ft. 

Black green cloth, 12 mesh, $2.90 per 100 
sq. ft. from New ‘York stock. 

Poultry netting, 35 per cent discount 
from New York stcck. 

Some local jobbers are quoting barbed 
wire, 2 point, at $4.60, in 80-rod spools, and 
leavy 4 point barbed wire in 80-rod spools 
at $5.25, and twist wire at $4.35 in 80-rod 
spools. 


P. S.—Some of the local jobbers re- 
port that the Standard Cleaner Co., 
Chicago, Ill., have issued a new price 
list dated July 1, 1921, which shows 
an approximate decline of 10 per cent 
on floor scrubbers and window cleaners. 


each; Champion X plugs, 59%c. each; Cham- 
pion O plugs, 59c. each; Champion heavy- 
duty plugs, 57c. each. 

Axes.—Realizing the importance of 
protecting themselves on staple mer- 
chandise, hardware dealers are showing 
some interest in future orders for axes. 
There will always be a large number 
of dealers who will put off buying until 
the season is near and thus be with- 
out goods when the early demand 
comes, but most merchants are inclined 
to, at least, partly cover their wants 
early. Prices have been well adjusted, 
it is stated, and the only sure way to 
have axes for early fall is to place or- 
ders soon, 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted quality single bitted un- 
hardled axes, 3 lbs. to 4 Ibs., $14.59 base: 
good quality black unhandled axes. same 
weight, $13.50 base; handled axes, $3 to $7 
extra according to grade. 

Alarm Clocks.—The season is passed 
and prices are given here for reference 
only. 

We quote from jobbers’ stocks, f.o.b, Chi- 
cago: American alarm clocks, $13.08 doz.; 
Sleepmeter, $16.92 doz.; Big Ben, $28 doz.: 
3aby Ben, $28 doz. Orders for four or 
more dozen take slightly lower prices. 

Agricultural Tool Handles. — The 
height of the season is past and de- 
mand, naturally, diminishes. Prices 
show no change. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X 
straight plain, $4.70; X bent, $3.90; XX bent, 
$5.35; 4% bent hayfork strap and ferrule, 
$7.80; 4% manure fork handle strap and 
ferrule, $7.80 doz. 


Builders’ Hardware.—Some Chicago 
manufacturers’ offices are having bet- 
ter business than at any other time this 
year, with sales which will compare 
well with like periods of previous 
years. There has been quite wide- 
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spread resumption of. building activity 
in the city, especially apartment house 
construction. While most of these new 
structures are not far advanced enough 
for the installation of builders’ hard- 
ware, the inquiries at hand indicate 
good sales will start soon and continue 
for many weeks. More blue prints are 
being figured than at any other time 
this season. Considerable repair work 
is under way and this activity has stim- 
ulated sales noticeably. In the smaller 
cities around Chicago there is a fair 
amount of building. Padlock sales con- 
tinue slow, although they were sharply 
reduced in April. Manufacturers state 
that the price declines on builders’ hard- 
ware have been important and are com- 
pleted unless there should be radical 
changes in manufacturing costs. The 
trade seems to look for very satisfac- 
tory business the balance of the season 
and without important price change. 


Cotton Gloves.—Sales are almost 
wholly’ for future shipment. Prices 
have already been well reduced. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 6 oz. knit wrist gloves, $1.10 doz. 
pairs, 8 oz., $1.35, and 10 oz., $1.65 doz. 
pairs. 


Cooking Utensils.—Canning and pre- 
serving needs continue to enliven sales 
of cooking utensils, aluminum, enamel 
and tinware all feeling some impetus 
from the householders’ requirements 
for “putting up” fruits and vegetables. 
Special sales on aluminum and enamel 
ware bring out gratifying response at 
this time. Kettles, strainers, canning 
racks, spoons and other items are sell- 
ing briskly. Dealers who group their 
canning supplies and utensils on one 
table note an improvement in the 
amount of goods sold a single customer 
as one item suggests another. 

Chains—Hammock and porch swing 
chains continue to move in good volume. 
Prices have been reduced to an attrac- 
tive level and this has probably helped 
to ring up the fine sales total. Staple 
chains are rather inactive at this sea- 
son. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: % in. proof coil chains, $9.50 per 100 
lb.; Tenso, lock link and American weld- 
less chains, 50 per cent off list; 3 ft. 
hammock chains, $2.90 doz. pairs; 6 ft. 
ditto, $4.25 doz. pairs; 9 ft. ditto, $6.75 
doz. pairs; porch swing chains, 5 ft.-3 ft. 
branch, $9.15 doz. sets; 5 ft.-2% ft. branch, 
7.25 doz. sets. ‘ 


Cutlery—The cutlery trade continues, 
along with practically all other lines, to 
mark time. The quietness noted merely 
reflects the general conditions, and it 
is expected that as soon as the summer 
vacation period is past, buying will be 
resumed with the usual vigor. 

Eaves Trough and Conductor Pipe— 
Some increase in business may be ex- 
pected as soon as buildings reach the 
stage of construction in which installa- 
tion of this material can be effected. 
Present demands are largely for repair 
enterprises and are not heavy, although 
no item has been more radically re- 
duced in price. 

We qucte from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, $5 
per 100 ft.; 29 gage, 3 in. corrugated con- 
ductor pipe, $5.10 per 100 ft.; 3 in. corru- 
gated conductor elbows, $1.73 doz. 
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Flint Paper and Cloth—Business of a 
rather steady character is reported al- 
though quantity sales are not being 
made, but constant demand is making 
for a fair movement of goods. Prices 
show no recent change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 
$27 per ream. 

Files—There is no current develop- 
ment in prices. Sales are keeping up 
quite satisfactorily. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off; Black Dia- 
mond, 50-5 per cent off. 

Fencing—It is authoritatively stated 
that new prices will be issued in field 
fencing within the coming week and the 
report is that the reducion will be 
around $7 per ton. The new prices have 
been determined upon by the manufac- 
turer and will be passed along by the 
jobber as soon as he can figure them. 
Ornamental fencing is unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Lawn fencing, single space, 36 in., 
$9.12; 42 in., $10.26; double space, 36 in., 
$12.54; 42 in., $13.78. Field fencing No. 10, 
12 in. spacing, 12 filling, 26 in. height, 
$30.90; 32 in. height, $35.80, and 47 in. 
height, $45.20, 

Galvanized Ware—Buying continues 
to be characterized by caution. Retail- 
ers limit their purchases, generally to 
bundles, specifying often rather than 
covering their needs for a reasonably 
long period. Prices have been reduced 
even lower than costs justify, according 
to manufacturers who say further de- 
clines are nowhere in sight. Tubs, pails 
and cans lead in the sales but even these 
staples are moving in much smaller vol- 
ume than normally. 

Glass—While there is not the busi- 
ness which manufacturers looked for at 
the start of the season, indications for 
a good volume are more favorable than 
at any other time this year, due, of 
course, to the encouraging develop- 
ments in the building field. It is pre- 
dicted that the late summer and early 
fall sales will be big. Prices show 
steadiness. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, $1 per 
cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.75; 
commercial putty, $4.10; glaciers’ points, 
Nos. 1, 2 and 3,. one doz., 75c. 

Hatchets—No long time buying is re- 
ported. Higher priced numbers are 
slower moving than the competition 
grades. Prices have already been well 
reduced. 

We c,vote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets; 
$19 per doz.; competitive grade, $13 per 
doz. and up; warranted shingling hatchets, 
$14.25 per doz.; competitive forged hatchets, 
$9.75 per doz. 


Hammers — Small quantity business 
continues, retailers showing no inclina- 
tion to carry more than an immediate 
requirement stock. Higher priced num- 
bers drag in the sales. A fair amount 
of business is noted on the more reason- 
ably priced lines. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers 
$13.50 per doz.; Competitive forged nail 
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hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 

Handles, Hickory — Sales have been 
brisker since the recent price reduc- 
ttions. Stocks are now in good shape 
and good service can be given on all or- 
ders. 





We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz.; 
No. 2, $2.50; Finest selection second growth 
white hickory axe handles, $6 doz.; special 
white second growth hickory, $5 doz.; No. 
1 hatchet and hammer handles. 8c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.40 doz. 

Hose—Of outstanding importance. in 
this week’s market changes is the new 
price on lawn hose. A decline of about 
10% has been made immediately effec- 
tive. This concession comes in the 
midst of a season of good business. 
Dealers are said to be lightly stocked 
and will weicome this new price level 
which is announced early enough to 
prove a benefit to ihe consumer. 


We quote from jobbers’ stocks. f.o.b. Chi- 
cago: % in good quality molded reel hose, 
15e. ft.; % in., 3-ply duck hose, good 
quality, 15c. ft.; % in., 4-ply, duck hose, 


good quality, 17%c. ft.; % in., 5 ply, mul- 
tiple hose, 13c. ft. 

Lanterns—Dealers show little desire 
to place future orders although it is 
said that present prices will prevail un- 
til January 1 next. Practically no 
current business is being booked at this 
season. 





We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Monarch tin lanterns, hot blast, $9.50 
per doz.; No. 2 Dietz cold blast, lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular lanterns, $9.50 per doz.; 
Competition lanterns, No. 0 tubular, $7.80 
per doz, 

Ice Cream Freezers—Good demand to 
be expected at this season is recorded 
at prices which show no change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 2 qt. Acme tin freezers, $12 doz.; 
4 qt. Acme tin freezers, $20 doz.; White 
Mountain freezers, 30 per cent off list. 


Ice Skates — Sales for fall delivery 
are of a good volume. Dealers did not 
carry over much merchandise of this 
class and are, with few exceptions, in 
the market for new goods. Prices have 
been adjusted several weeks ago when 
a 15% decline went into effect. 

We qucte from jobbers’ stocks, f.o.b. Chi- 
cago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women's and girls’ half key hockey, $1.51 
per pair. 





Lawn Mowers — Because of the late 
rains demand is continuing for mowers 
later than in some seasons. Sales are 
fair, especially for this time of year. 
Prices show no deviation from those an- 
nounced at the start of the season. 


We qucte from jobbers’ stocks, f.o.b. Chi- 


cago: 17-in Pennsylvania high wheel 
mowers, $25.50 each 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in four- 
knife- ball-bearing 10',-in. wheel mower, 
$12.60; 16-in. four-knife ball-bearing 10%- 
in. wheel, $10.85 each 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 each; 
16-in three-knife ball-bearing 9%-in. wheel 


mower, $9.45 each; 16-in. three-knife plain 


bearing 8-in. wheel mower, $7.60 each. 
Nuts and Bolts—The calm which has 

been over this market for weeks has 

not been disturbed by any price chang« 
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or important development in the volume 
of business. Some dealers think lower 
prices will be out in July but have no 
facts to found their belief upon. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large size carriage bolts, 50 per cent 
off list: small size, 50-5 per cent off; large 
size machine bolts, 50-10 per cent off list; 
small size, 60 per cent off; all stove bolts, 
70-10 per cent off; all lag screws, 50-10 per 
cent off. 

Nails—There is, of course, some de- 
mand for nails at all times and the in- 
dications are for heavier business 
throughout the balance of the season. 
Building is brisker and that means 
heavier nail sales. Prices have, it is 
said, been reasonably reduced and busi- 
ness should be increasingly good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Comr’on wire nails, $3.75 per keg 
base. 

Paints and Oils—Reductions have hit 
the paint and oil market again.. Lin- 
seed oil has eased off by 2c. per gal. 
after showing a rather strong upward 
movement. Turpentine is down even 
more radically, the decline in the past 
two weeks being about 5c. per gal., and 
denatured alcohol has shown weakness, 
being off about two points. White lead 
continues to hold up in price. Both 
mixed paints and basic materials are 
selling in good volume. The country is 
doing a great deal to overcome the lack 
of painting for several seasons. Indi- 
cations are said to be favorable for 
good sales in mixed paints and basic 
materials up until winter weather 
strikes the land. 


We quote from jobbers’ stocks, f.o.b, Chi- 
cago: S. P. raw lirseed oii in single barrels, 


87c. val.; five barrel lots, 82c. gal.; boiled 
linseed oil in single barrels, 89c. gal.; in 
five barrel lots, 84c. gal.; turpentine in 
barrels, 74c. gal.; denatured alcohol in 
barrels, 52c. gal.; dry paste, 7c. Ib.; white 
lead in 100 Ib. kegs, 12c. Ib.; white shellac, 
$4 gal.; orange shellac, $3.75 gal.: English 
Venetian Red, $3.75 to $8.25 per cwt. 


Roller Skates — The season has just 
about passed for roller skates although 
some small orders trickle in. Prices are 
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A SIDE from a slight shifting of 
- business in a retail way and a 


few minor important price changes as . 


reported by the wholesale trade, condi- 
tions governing the New England hard- 
ware market remain practically as 
heretofore.. Retail dealers in such 
localities as Newton, Brookline and 
other Greater Boston cities and towns 
are beginning to notice a falling off in 
daily sales, due to the movement of 
families to summer homes at the beach 
or the country. Offsetting such reports 
are those concerning increased sales by 
retail firms located in cotton and woolen 
manufacturing centers, where there 
has been a pronounced betterment the 
past fortnight or so in the non-employ- 
ment situation. In the aggregate, 
therefore, no material difference is 
noted in the movement of hardware. 
In quite a few instances local shelf 
hardware wholesale houses are inclined 
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tthe same as those with which the new 
jseason began. 

We «quote from jobbers’ stocks, f.o.b. Chi- 
teago: Ball bearing boys’ roller skates, $2.45 
pair; ball bearing girls’ skates, $2.60 pair. 

Rope — Prices have been again re- 
duced on rope, a decline of 2c. being an- 
nounced on manila brands, but no 
change effects sisal rope. This is the 
second decline of 2c. on manila rope 
within the past three weeks. The re- 
cent reduction on sisal rope was lc. per 
Ib. Sales have shown some increase 
during the haying and harvesting sea- 
son. 


We quote from jobbers’ stocks, f.o.b, Chi- 
cago: First quality manila rope standard 
brands, 15% to 16%c. per Ib; No. 2, manila 
rope, 11% to 1544e. per lb. base; first quality 
sisal rore, standard brands, 12% to 14%c. 
per lb. base; No, 2 sisal rope, 11%c. to 13%c. 
per lb, base. 


Steel Sheets—A decline of 25c. per 
100 Ibs. has gone into effect and has had 
a beneficial effect on sales. Increas- 
ingly good business is looked for in 
sheet sales. 

We quote from jobbers’ stocks, f.o.b, Chi- 
cago: 28 gauge galvanized sheets, $6.15 
per 100 Ibs.; 28 gauge black sheets, $5.15 
per 100 Ibs. 

Sporting Goods—Hammocks, ham- 
mock couches and camping outfits have 
shows life in recent sales. Fishing 
tackle continues to be in good demand 
and baseball, tennis and golf goods are 
selling in pleasing volume. Despite 
the slackening in many other lines the 
hardware trade is having a splendid 
season in sporting goods. Medium 
priced merchandise is very low in sup- 
ply. 

Stove Boards—Efforts are being 
made to induce dealers to cover their 
fall needs for stove boards. Sales so 
far have not been as large as usual. 
Prices are not as low as some dealers 
think they should be. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal Wood line square stove 
boards, 26 in., $14.45; 28 in., $16.95; 30 in., 
$19 doz.; Crystal Paper lined square boards, 
26 in., $8.15; 28 in., $9.10; 30 in., $10.80 
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to believe business, if anything, is a 
shade better. Others feel it is holding 
its own and no more. Certain it iy that 
net results for June exceeded all ex- 
pectations of the trade. July apparent- 
ly has started with a rushy some whole- 
sale firms finding it difficult to keep up 
with bookings. The heavy hardware 
jobbers continue to gain slowly in gross 
business, yet the aggregate sales are 
still well below those for the corre- 
sponding period last year and the 
margin of profit in most cases very 
small due to keen competition. One 
jobber sums up the situation with the 
statement that by hard work he can 
secure orders, but it is difficult to sell 
a man a bill of goods. By that he 
means he can get an order provided 
his price is in keeping with others 
quoted, but the buyer will not commit 
himself for sizable lots of merchandise, 
expecting, as he does, the market will 
go lower. The important mill supply 
firms here are doing a little better 
than they were earlier in June, yet ad- 
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Sash Cord—Demand is quite lively 
and some manufacturers are said to be 
ready to advance prices on competitive 
grades. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grades, No. 7 sash cord, 
$7.50 doz hanks. Standard grade, No. 8, 
$8.65 doz. hanks. 


Screws—Buying continues on a re- 
stricted basis. Prices do not break. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat-head bright screws, 7214-20 per 
cent off list; round-head blued, 70-20 per 
cent off list; flat-head brass, 65-20 per cent 
off list; round-head brass, 62%-20 off list; 
japanned, 65-20 per cent off list. 


Solder—There is some demand at all — 
times. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b, Chi- 
cago: Warranted 50-50 solder in full cases, 
2Ce. lb.; less than cases, 21c. 1b.; com- 
mercial solder 1c. to 3c. lower, according 
to grade. 


Tools—Slight price concessions have 
been made on some lines of planes and 
pliers. Sales are slow. 

Wheelbarrows.—Business is quiet al- 
though prices have again been slightly 
lowered and are at a level which should 
prove satisfactory to all buyers. 

We quote from jobbers’ stocks, f.o.b, Chi- 
cago: Common wood tray barrows, $3 
each; Common steel tray barrows, $4.50 
each; steel leg garden barrows, $5.75 each. 

Washing Machines—Spring demands 
have passed and not quite such good 
business may be looked for during the 
next few weeks. Prices are holding 
even. 

Wire Goods—A decline in the extra 
charge for galvanizing wire goods is 
effective immediately. The drop is 20c. 
per 100 lbs. in galvanized wire goods 
and 25c. per 100 Ibs. in galvanized 
nails. Sale of wire goods is of a 
steady character. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago:No. 8 black annealed wire, $3.50 per 
100 Ibs.; Galvanized barbed wire, $4.40 per 
100 lbs black painted wire cloth, 12 mesh 
$2.50 per 100 sq. ft.; poultry netting gal- 
vanized before weaving, 40-10 per cent off; 
galvanized after weaving, 40 per cent off; 
catch weight spool galvanized cuttle wire, 
$4.40 per 100 Ibs.; 80 rod spool galvanized 
hog wire, $3.80 per spool; No. 8 galvanized 
plain wire, $4 per 100 Ibs. 


mit conditions are certainly not very 
encouraging. 

If the report that banking institu- 
tions are more eager to discount com- 
mercial paper than they have been 
before since 1916 is true, it should mean 
a great deal to industry as a whole and 
in the end should be reflected in the 
hardware market. Money unquestion- 
ably is in greater supply, as far as the 
banks go, than it was six months ago, 
but merchants and manufacturers still 
find it difficult to negotiate loans ex- 
cept for very small amounts and then 
on short terms. If the banks really are 
anxious to discount commercial paper 
it means, or probably means, they are 
more willing to loan funds. Money 
borrowed is immediately put to work, 
and money working means a greater 
circulation of cash and greater pros- 
perity. 

Auger Bits.—The Russell Jennings 
Mfg. Co., Chester, Conn., has notified 
the local jobbers of a reduction in prices 
amounting to approximately 20 per 
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cent. Boston prices have been revised 
accordingly. 

Automobile Accessories.—Aside from 
a cut amounting to considerably more 
than 10 per cent in one of the popular 
signal horns, prices on standard auto- 
mobile accessories remain as_ hereto- 
fore. Jobbing houses say business is 
remarkably good, but feel the garage is 
better than the retail hardware. Judg- 
ing from the number of automobiles in 
use in Massachusetts one would never 
suspect the country is passing through 
a business depression. In the six months 
ended June 30, last, total registrations 
for pleasure cars ran well above those 
for the entire year of 1920. Apparent- 
ly the automobile, like the telephone, 
has become a public necessity; we can’t 
get along without it. Retail hardware 
dealers we have talked- with since last 
reports all are doing a wonderfully 
good accessories business, which does 
not check up with what some of the 
jobbers say. In every instance, how- 
ever, the firms have made it a regular 
business to go after trade and apparent- 
ly have had little difficulty in making 
good. Those retail dealers who are in- 
clined to let the accessories department 
slide, naturally are not getting the best 
results and their purchases in the 
wholesale market are of the hand-to- 
mouth order. 

Bolts and Nuts.—The recent revision 
in local market prices on machine, com- 
mon and eagle carriage bolts, so far 
has had little influence on trade. Quite 
a few orders have been placed here the 
past week, but practically all of them 
are for small amounts, consequently 
apparently little impression’ is made on 
stocks from day to day. Jobbers are, 
however, gradually working off stocks 
and in this respect they are decidedly 
better off than they were three or four 
months ago. Their prices are nearer 
alike that they have been before in 
some time or at least one hears less 
of price cutting than he did a fortnight 
ago. 

We quote frem jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller 
and shorter cut threads, 50 and 10 per cent 
discount; larger and longer, 50 per cent 
discount; with C T D nuts, 40 per cent dis- 
count; tap bolts, list net; common carriage 
bolts, small, 50 per cent discount; large, 
45 per cent discount; Eagle carriage bolts, 
60 per cent discount; stove bolts, 75 per 
cent discount; bolt ends, 45 per cent dis- 
count; tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.25 off; 
tapped, $2 off; C P C and T square, blank, 
$2 off; tapped, ‘$1.75 off; semi-finished hexa- 
gon nuts, -in. and smaller, 7) per cent 
discount; larger, 65 per cent discount; fin- 
ished case hardened nuts; 60 per cent dis- 


count; machine screw nuts, iron, list; ma- 
chine screw nuts, brass, 25 per cent dis- 
count. 

Builders’ Hardware.—Figures pub- 


lished recently regarding the value of 
building lead one to believe there is a 
fair sized boom going on in the industry. 
Figures usually talk, but in so far as the 
Boston market is concerned, the in- 
creased building figures are not re- 
flected in sales of builders’ hardware. 
It is true there are a great many gar- 
ages going up this year, but the amount 
of builders’ hardware involved in such 
erections does not help the hardware 
trade a great deal. The most common 
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report had, both in retail and wholesale 
circles, is that the volume of business 
from week to week is extermely dis- 
appointing. 

Canned Heat.—No let-up is noted in 
the movement of canned heat. In fact, 
this branch of the hardware business is 
one of the brightest spots in the mar- 
ket. Speaking of conditions one of the 
largest jobbers says: “We have, I be- 
lieve, prohibition to thank for a large 
share of our canned heat business. 
When they clamped the lid down on 
rum they automatically shut off the 
supply of alcohol. The manufacturers 
of canned heat give us a remarkably 
good substitute for alcohol, and at the 
same time a much safer proposition for 
the home and camp. What could be 
easier to take on a camping trip.” 

We quote from jobbers’ stocks: Sterno. 
$10.80 per gross, in any quantity; Therpz, 
$14.70 per gross, in any quantity; No. 4006, 
90c. per doz. net or $10.80 per gross; 
larger size, $2.10 per doz. Sterno cooking 
ware No, 4001, stand with boiler (small), 
$9 per dozen; No. 4041, (large), $24 per 
dozen; 3314 per cent discount. Tea kettle, 
with tray, $3.50 net each. Folding stoves 
single burner, $24 per dozen; double burner, 
$30 per dozen; discount 33% per cent. 

Theroz Cooking Ware.—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $8 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits 
$3.33 each. 

Cooking Ware (Glass).—Another 
satisfactory week in the demand for 
glass cooking ware has been experi- 
enced by the wholesale hardware trade 
here. The individual orders received 
are not as large as they were last year 
at this time, but there are quite a num- 
ber of them turned in daily, which in 
the aggregate foot up well. Sets ap- 
pear as popular as ever, and individua: 
pieces apparently are more so. Manu- 
facturers are cooperating with the 
jobbers, consequently good shipments 
are made when specified dates are given 
by the retail trade. 


We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each: 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each: 1%4-qt., $1.25 each 
2-qt., $1.59 each. Pie plates, 90c. to $1 each. 
Cake dishes, 90c. each. Bread pans, $1 to 
$1.75 each. Custard cups, 25c. to 35c. each. 
Ramekins, 20c. each. Jobbers’ terms are 30 


per cent off list. 

Cutlery.—One large manufacturer of 
cutlery has revised his entire price list, 
which shows a decline averaging about 
10 per cent. The new prices are guar- 
anteed against a decline for the balance 
of 1921. This guaranteeing of prices 
is looked upon in wholesale circles here 
as a belief among producers that a 
continual lowering of prices does not 
stimulate business. This attitude it is 
felt, will do much to strengthen con- 
fidence in the retail hardware field. 
Stainless carvers are beginning to make 
their appearance on this market in 
quantity and are proving good sellers. 
In fact, the demand for cutlery in gen- 
eral is very much better than it was a 
month ago, indicating that retail stocks 
have fallen to small proportions. 

Drills and Reamers.—Cleveland in- 
terests have issued another list on drills 
and reamers, which shows a still fur- 
ther downward readjustment of ap- 
proximately 5 per cent on quite a num- 
ter of items. Wholesale firms say the 
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call for both classes of small totals has 
increased slightly since the manufac- 
turers as a whole announced new quo- 
tations. Users evidently had been 
waiting for a drop in prices and now 
are of the opinion the market is about 
as low as it will be for some time. 

We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 50 per cent dis- 
count; bit stock drills, 50-10 per cent dis- 
count; center drills, 50 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, 20 per cent 
discount; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, ¥% to %-in., plus 15 per 
cent; 33/64 and larger, plus 15-10 per cent; 
all other kinds of drills 50 per cent 
count, 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; shell fiuted rose and socket ream- 
ers, 20 per cent discount. 

Enterprise Goods.—The Enterprise 
Mfg. Co. of Pa., Philadelphia, food 
choppers and the like, is out with a 
new list of prices, which shows an 
average decline of something like 10 
per cent. Wholesale prices have been 
marked down accordingly. This change 
is simply in keeping with similar re- 
visions made by other manufacturers 
some time back, and brings the market 
as a whole down on an even keel. 

Files.—Of late there has been a suffi- 
cient increase in the demand for files 
to lend considerable encouragement, ac- 
cording to the important mill supply 
houses. They report receiving inquiries 
from leather manufacturers and from 
various kinds of mills amounting to 
twenty gross lots or larger, as well as 
an increase in small filling-in busi- 
ness. With the improvement in trad- 
ing conditions, all talk of lower prices 
seems to have evaporated. 


dis- 


We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 50 per cent 
discount: Great Western, Arcade, Amer- 
can, 60 to 60 and 5 per cent discount; Swiss, 
list net; Chelsea hand cut, list plus 20 per 
cent Rasps—Heller, 75 per cent discount; 
Superior, 75 and 10 per cent discount. 


Haying Tools—Early June gave 
every promise of an unusually early 
haying season. The average rainfall 
in that month, however, was very small 
and crops were considerably damaged, 
so much so, in fact, that in certain sec- 
tions of New England they were prac- 
tically ruined. Orders for haying tools 
naturally came in earlier than is com- 
mon, but in the past week the demand 
has dropped to small proportions, the 
average retail dealer who did not buy, 
taking on only enough stock to cover 
customers requirements. 





Hose.—While the dry weather has 
been harmful to the sale of haying tools 
it has materially increased the move- 
ment of rubber hose. Many of the 
retail dealers were caught unprepared 
and their sudden and urgent calls for 
deliveries in turn found some of the 
jobbers off guard. As a result there 
has been a considerable scramble since 
last week for hose and the undertone 


of the market has strengthened ma- 
terially. 

We quote from jobbers’ stocks: Cotton 
hose, 50-ft. lengths, Merritt, -in ISe. 
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Rubber hose, 50-ft. lengths, Commerciat, 





5-in., 10%4c.; Leader, %-in., llc.; %-In., 
12c.: Olympic (wire wound), %-in., 13%4c.; 
Good Luck, %-in., 14c.; Milo, %-in., 15%c.; 
Bull Dog, %-in., 18c. per ft. In 25-ft. 


lengths add ‘%c. per ft. 

Iron and Steel.—Little new can be 
said of conditions governing the mar- 
ket for iron and steel. Everybody from 
the distributor down to the consumer 
is of the opinion that prices have by 
no means reached bottom. Every 
order placed naturally concerns just as 
little stock as possible. The consump- 
tion of iron and steel appears to be on 
the mend, however, consequently people 
are buying more often than they did 
some time back. Weekly sales, in the 
aggregate, foot up better than the in- 
dividual jobber realizes. 


We quote from jobbers’ lists: 

lron.—Refined, $3.18 per 100 Ib. base; %4 
and ;y,-in. round and square, $5; best re- 
fined iron, $5; Wayne iron, §{8.50; Norway 
iron, rounds, %4-in. to 2%-in., 8c. net; all 


other sizes, 10c. base. 
Steel.—Soft steel bars, $3.18 per 100 Ib. 


base; flats, $4.18 to $4.28; concrete bars, 
plain, $3.18; twisted, $3.451%; angles, chan- 
nels and beams, $3.18 to $3.28; tire steel, 
$4.25 to $4.75; open-hearth spring steel, 
$5.50; crucible spring steel, $11.50; steel 
bands, $3.83 to $4.48; steel hoops, $4.38; 


cold rolled steel, $4.65 to $5.15; toe calk 
steel, $5.25. 

Quality differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. 
to 1999 Ib. of a size, 14c. 

Lawn Mowers.—The dry weather has 
hurt the retail sale of lawn mowers, 
and quite a few dealers find themselves 
with a considerable stock of low-priced 
goods on hand. The better grades of 
mowers appear to have cleaned up very 
well, however. 

We quote from jobbers’ stock: Low- 
grade lawn mowers, 14-in., $7 each; 16-in., 
$7.35; medium grade, ball bearing, 16-in., 
$9.90 each; 18-in., $10.45; better grades, 
ball bearing, 5 blade, 14-in., $17.05; 16-in., 
$18.15; 18-in., $19.25; 20-in., $20.25 

Lawn Sprinklers.—Nobody appears 
to have stocked up heavily this season 
on lawn sprinklers. Weather condi- 
tions have been highly favorable for 
the sale of same during the past fort- 
night. As a result, the trade suddenly 
awoke to the fact that almost no sprink- 
lers were to be had, which explains 
why some of the retail dealers in this 
section of the country have not re- 
ceived goods ordered. One day recent- 
ly the market here was practically bare 
of stock. 


Lead.—A further reduction in the 
wholesale price of pig lead has started 
rumors of lower prices on sheet lead 
within the near future. No word re- 
ceived from the producers, however, in- 
dicates any contemplated change in 
lists within the near future. The de- 
mand for lead, according to the jobbers, 
is normal or practically so, and stocks 
are comparatively small. 

We quote from jobbers’ stocks: Sheet 
lead, lle. per Ib. base. 

Nails—As in the case of iron and 
steel, most everybody is looking for 
lower prices on nails, especially wire. 
Sales naturally are confined to buyers’ 
actual needs, which is true of the big 
as well as the small fellow, of the re- 
tailer as well as the wholesaler. Lower 
prices as predicted for July 1 did not 
materialize and it is almost certain that 
people who have been holding off for 
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a change will now come into the mar- 
ket, inasmuch as their stocks are down 
to almost nothing. 


We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4.10 base, 
f.o.b. Boston; coated wire nails, $5 per keg, 
base; cut nails, $5 per kez, base, with the 
Tremont schedule of extras; galvanized cut 
nails, $9.30 per keg, base. 


Nut Crackers—A manufacturer of 
one of the popular selling lines of nut 
crackers and picks is out with a new 
list which discloses a general reduction. 
The change is so slight, however, as to 
be impressive for it is evident that 
production and selling costs are about 
as close as the manufacturers can 
stand. 


Poultry Supplies —From the jobbers’ 
viewpoint the season for poultry sup- 
plies is over. One and all declare it 
as probably the most successful on 
record in point of volume of goods 
moved. The jobbers are out with next 
season’s line of goods and new prices 
effective to May 31, 1922, which show a 
drop of about 15 per cent. The retail 
market is unchanged, however. 

Presses—The movement of fruit 
presses, wooden kegs, etc., out of local 
stocks is exceeding all expectations. 
Local supplies are not large, but job- 
bers are quite certain they will be com- 
pletely absorbed earlier than usual this 
season. 


Rope.—The recent cutting of Manila 
rope prices has failed to stimulate busi- 
ness, say the jobbers. According to 
advices received here, domestic manu- 
facturers of rope always have, in by- 
gone years, enjoyed a remarkably good 
export business. This year the export 
market fell down badly and an ac- 
cumulation of finished stock resulted. 
The domestic demand, while fairly 
satisfactory, did not keep pace with the 
accumulation of stock and the manu- 
facturers finally reached a point where 
operations had to be curtailed and 
prices reduced to ease up the situation. 
It is now felt the market is on a steady 
basis. Well informed people say the 
demand for binder twine also is below 
normal because of the recent deteriora- 
tion of the winter wheat crop. It is re- 
ported, however, the Plymouth Cord- 
age Co. expects to produce something 
like 73,000,000 pounds of binder twine 
this year. 


We quote from jobbers’ stocks: Manila 
rope, 18c. per lb. Sisal rope, 15c. per Ib., 
base. 
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Screws.—The demand for wood 
screws is fairly active and it covers a 
wide range of sizes. A majority of 
buyers, however, sound out the market 
before placing orders anticipating, as 
they do, lower prices. This attitude on 
their part has created a general im- 
pression in the wholesale district that 
the market really is going lower, but 
nothing said by the producers indicate 
any change in quotations. Machine 
screws are doing a little better, the 
movement covering a wide variety of 
sizes. 

We quote from jobbers’ lists: Wood 
screws, flat head bright, 72% per cent dis- 
count; flat head blued, 72% and 5 per cent 
discount; round head blued, 70 per cent 
discount; flat head brass, 65 per cent dis- 
count; round head brass, 62% per cent dis- 
count; flat head brass plated, 65 per cent 
discount; round head nickeled; 60 per cent 
discount; flat head nickeled, 60 per cent 
discount; flat head galvanized, 57% per 
cent discount. 

Coach screws, 50 and 10 per cent dis- 
count; set screws, including headless, 60 
per cent discount; cap screws, square and 
hexagon, 50 and 10 per cent discount; 
fillister, 30 per cent discount; flat, 20 per 
cent discount; button head, 15 per cent dis- 
count; lag screws, 50 per cent discount; 
iron machine screws, flat and round head, 
50 per cent discount; fillister, 45 per cent 
discount; flat and round head brass, 40 
per cent discount, fillister, 35 per cent 
discount. 

Stoppers—There is an_ excellent 
market for all kinds of stoppers, but 
especially those used in connection with 
the making of soft drinks. Cheap kinds 
sell comparatively slowly, the great 
call being for the better class of mer- 
chandise. 

We quote from jobbers’ stocks: Sampsons 
stoppers, No. 2, to fit all Crown stopper bot- 
tles, $1.80 per doz.; No. 3, to fit all hot 
water bottles, $3 per doz.; Nos. 6 and 7, to 
fit all vacuum bottles, $4.20 per doz. Dis- 
counts 30 per cent, or 30 and 5 per cent in 
gross lots. Beer bottle stoppers, porcelain, 
$3.50 per gross. 

Wheel Toys.—The market for wheel 
toys offers an example of what can be 
accomplished if one really makes up 
his mind to do a thing. The market 
to-day, although not what might be 
termed as really active, is very much 
more so than it has been. Orders for 
immediate and future shipment are in 
hand. 

We quote from jobbers’ stocks: 

Kiddie Kars.—No. 1, $1 each; No. 2, 
$1.50; No. 3, $2; No. 4, $2.34; No. 5, $2.67. 
Trailers, $1 each. In one gross lots or 
more an additional discount of 10 per cent 
is allowed. 

Specials.—Rubber tired, No. 101, $1.34 
each; No. 102. $2; No. 103, $2.50; No. 104, 
$3; No. 105, $3.34. 

Play Wagons.—Little Lady, rubber tired, 
No. 301, $2 each; No. 302, $2.67; No. 303, 
$3.34; No. 304, $4. 
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Office of HARDWARE, AGE, 
1092 Park Building, 
Pittsburgh, July 5. 

] T is the consensus of opinion of those 

who have been engaged in the iron 
and steel trades for periods ranging 
from 25 to 40 years, that never before 
have they known such conditions as 
exist at present, and the discouraging 
feature is that there are no signs at 
present of any betterment in the near 
future. When it is stated that at pres- 
ent not more than 20 per cent of the 
steel works and blast furnaces in the 
entire country are active, some idea 


may be had of the complete failure of 
the steel business to respond to the re- 
cent cuts in prices, and whieh are still 
being made. It has been absolutely 
shown in the past few months that cuts 
in prices have not stimulated new buy- 
ing; on the contrary, it has fallen off, 
and just now is at the lowest ebb ever 
reached in the history of the steel busi- 
ness. This being the case, and it is 
the case, the question naturally comes 
up, how soon is there going to be bet- 
terment, and how soon will at least 
some of the idle iron and steel plants 
get started again. The answer is hard, 
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and so-far no one in authority in the 
trade seems to be willing to even make 
a guess as to when business is going 
to be better. Things cannot go on in- 
definitely as they are, that is as cer- 
tain as it is that night follows day. 
The present idleness in iron and steel 
plants is likely to be worse after July 
1, as on that date, the wage scales for 
sheet and tin plate mills “that sign the 
Amalgamated Association scales ex- 
pire, and no new scales have heen fixed 
up for the new year starting on that 
date. A conference between the sheet 
and tin plate mill owners and the 
Amalgamated Association officials is to 
be held in Columbus, Ohio, on July 5, 
and it is hoped that at this conference 
an agreement will be reached. It is 
understood that the sheet and tin plate 
makers want a reduction in the scale 
rates, owing to the heavy declines in 
prices of sheets and tin plate, while 
the men want the old scales renewed 
for another year without any changes. 
No serious trouble is expected, but 
there is a possibility that if the men 
are not disposed to act fair, and recog- 
nize the fact that prices are so low 
that profits of the makers of sheets and 
tin plate have about disappeared, the 
owners of the mills may try to operate 
their mills on the open shop plan, 

Under the present great depression 
in the steel trade, it is most difficult to 
write anything of an optimistic nature, 
but as we have pointed out before in 
our reports, the actual consumption of 
iron and steel products for some 
months has been heavier than output, 
and this is going to be felt some time, 
likely soon, as stocks carried by mills 
and jobbers are lighter now than ever 
before in the history of the trade. For 
months jobbers and consumers have 
been buying from hand to mouth, and 
have refused to stock up on any kind 
of goods, and every day that goes by 
sees stocks more and more depleted. 
It is the general belief in the trade 
that July and August will be quiet, but 
a considerable swell in the demand is 
looked for early in September, and it 
may come before that time. 

Price changes in the past week have 
been numerous, and all in the direction 
of lower values. Some manufacturers 
who have had the belief they could 
work off goods made at high costs, have 
given up that idea, and have made ma- 
terial cuts in prices in the hope of in- 
creasing demand. Others take the view 
that to cut prices would not help a par- 
ticle and are holding to old prices. It 
is not believed that the Steel Corpora- 
tion will make any more official an- 
nouncements of reductions in prices, 
but on the contrary will follow the 
prices of the independent producers, 
and will meet their prices in order to 
hold their customers.’ The Steel Cor- 
poration will not start a price war, but 
will simply meet competition wherever 
it finds it. The Steel Corporation has 
already done this in the cases of wire 
products and sheets, and it is said is 
doing it now in plates, bars, structural 
shapes and in other heavy forms of 
steel products. 
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There has been a falling off in the 
volume of business in hardware among 
both jobbers and retailers. June was 
the quietest month for a long time, and 
July does not hold out promise of being 
materially better. Jobbers feel that 
prices on some of the staple lines they 
carry are too high, and will be lower 
before long. The season for garden 
tools, lawn hose, screen doors and win- 
dows, also for wire cloth and similar 
summer goods, is pretty well over, and 
on the whole was fairly satisfactory. 
Shelf hardware is quiet, and will be 
until the hot weather is over, but some 
lines of goods are in fair demand. Al- 
ready some makers of goods that are 
expected to be in active demand in the 
fall are urging their trade not to delay 
too long in placing their orders for 
these goods, as there may be a short- 
age in the supply. This is predicated on 
the low stocks being carried by the 
makers and also on a general improve- 
ment in business in the last three or 
four months of the year. The early 
closing movement has been adopted 
for July and August by some of the 
leading hardware stores here, and it 
would be well if all stores would adopt 
this, as it gives their employees some 
spare time in which to get out into the 
country in the very hot weather. All 
the jobbers will close on Saturdays at 
1 p. m. during this and next month. 

Collections are reported to be only 
fairly good, and credits are being more 
closely watched than for some time. 

Automobile Accessories. — On the 
more staple lines of accessories, prices 
are’ holding fairly firm, but on the 
cheaper lines are being cut more or less, 
mostly by the small dealers and the 
department stores. The new demand 
for tires and tubes is better since the 
prices were reduced, but on the other 
accessories there is not so much doing. 
Jobbers quote about as follows: 

Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and F8e. in lots of from 10 
to 100; Derf spark plugs, 96c. each for all 
sizes, in lots less than 50; Champion X, 
50c. each for less than 100 and 48ec. each 
for over 100; Champion regular, 58c. each 
for less than 15) all sizes, and 56c. each for 
over 100. 

Aluminum Ware.—More reductions in 
prices have been .made on some lines 
of aluminum ware, but the demand does 
not show any increase. Special sales 
are still being held by many of the 
stores in an effort to increase sales, 
but only with indifferent success. The 
last reductions made in prices ranged 
from 10 to 20 per cent. 

Axes.—Dealers report the demand as 
quiet, largely due to the extreme dull- 
ness in the lumber trade, and also in 
the building trades. Prices are guaran- 
teed over remainder of this year against 
decline, and are holding firm. 


Jobbers quote from store as follows: First 
quality, single bit, $14.50 per doz. base: first 
quality, double bit, $19.50 per doz. base; 


first quality, handled, single bit extra han- 
died, $19.50 per doz.; first quality, handled, 


double bit, extra handled, $24.50 per doz 
An advance on 3%-lb. to 4%-Ib. of 50c. per 
doz. is charged, and on 4-lb. to 5-lb. $1 per 
doz. 


Bolts, Nuts and Rivets.—There has 
been another average reduction of about 
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10 per cent in prices on nuts and bolts, 
while rivets have also been reduced 
about $2 per ton. The demand is dull, 
and only for small lots to meet actual 
needs. Makers say that prices on nuts 
and bolts are now as low as they were 
before the war, while costs of making 
them are a good deal higher. Structural 
and boiler rivets in large lots are $2.85 
to $2.90 per 100 Ib. and about $2 per 
ton higher in small lots from store. 
On nuts and bolts, jobbers now quote 
as follows: 

Common or Empire carriage bolts, roll 
thread, small, 60 and 5 per cent; common 
or Empire carri: ge bolts, cut thread, small. 
50, 10 and 2% per cent; common or Empire 
carriage bolts, cut thread, large, 50 and 10 


per cent; machine bolts, roll thread, small, 
with square head and square nut, 60, 10 and 
7% per cent; machine bolts, cut thread, 
small, with square head and square nut, 
60 and 5 per cent; machine bolts, cut 
thread, large, with square head and square 
nut, 50, 10 and 2% per cent; G. P. lag bolts, 
60 and 5 per cent; Empire tire bolts, 65 per 
cent; plow bolts, Nos. 1, 2 and 3, 50 and 10 


per cent; plow kLolts, Nos. 4, 5. 6 and 7, add 
20 per cent extra; stove bolts, in packages, 
75, 10 and 10 per cent; stove bolts, in bulk, 
75. 10, 10 and 2% per cent; rivets, yy in. 
diameter and smaller, 65 per cent. 

Belting.—Canvas belting has been re- 
duced about 15 per cent, jobbers now 
quoting from store at 75 and 70 and 10 
off list. The new demand is referred 
to as being quiet, as there is very little 
new work under way in which belting 
is used. 


Coal Hods. — Makers have made 
another reduction in prices of about 5 
per cent, and dealers report the demand 
as being quiet. 

Field Fence.—The season is over, and 
stocks of jobbers and dealers are 
pretty well cleaned up. Prices have 
ruled steady, and the volume of business 
this season was larger than anticipated. 
On a few small orders still coming in, 
dealers quote about as follows: 


Standard cyclone fencing, L extra, is 
juoted at $9.80 for 36-in., while 42-in. is 
quoted at $11. Prices on 36-in., style F, are 
$13.50 for 36-in and $14.75 for 42-in. Sin- 


gle walk gates for same are quoted at $3.40 
each. 

Iron and Steel Bars.—There has been 
a distinct decline in prices on both iron 
and steel bars, the mills now quoting at 
1.90c. to 2c. at mill in fairly large lots. 
Jobbers say that trade in bars is slow, 
buyers placing orders only for small 
lots as they are looking for lower prices 
to come in the near future. 


Jobbers are now 
about 2.50c. to 2.60¢ 
mon iron bars at 
small lots. 


quoting steel bars at 
from store, and com- 
about 2.65c. to 2.75¢. in 


Pipe and Tubes.—Prices are being 
materially shaded on all lines of both 
iron and steel pipe, and all the mills 
are anxious for business and can make 
very prompt delivery. A jobber placed 
an order a few days ago for about 50 
tons of steel pipe in which there were 
about a dozen different sizes, and the 
mill shipped the entire quantity the 
same day the order was booked. 


Butt Weld Lap Weld 
Bk Galv Bk. Galvy 
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Discounts on full weight iron pipe 
in less than carload lots are as follows: 





Butt Weld Lap Weld 
Bk. Galv. Bk. Galv. 
% and %...+10% +38% ar sece 
. eee 19% +1 or anaes 
% esecrcevece 2516 814 o* eeee 
© Ob Os 1%0% 276 10% ert ate 
p I eee oy p 6% 
2% 40 6.....% 25% 10% 
9) to 12s5.046 + ats 191% 414 
The |. c. 1. price applies to all shipments 
from stock, regardless of quantity. 


Rope.—There has been a second de- 
cline of 2c. per lb. in prices on rope 
in the past two weeks. Jobbers now 
quote first grade manila rope at 17c. 
and hardware rope at 15c. per Ib. in 
small lots from store. The demand is 
not very active and prices are none too 
strong. 


Roofing.—There has been a readjust- 
ment in prices on prepared roofing, some 
grades having been reduced from 5 to 
10 per cent, while on a few grades no 
changes in prices were made. 

Paints and Supplies.—The demand for 
paints and general supplies is keeping 
up, and this is likely to last for some 
months yet. Dealers say they can 
hardly get goods fast enough to supply 
the demand, especially in places where 
a good many men are out of work, they 
are now spending their time in paint- 
ing their homes in order to save the 
expense of having the work done by 
regular painters. Prices are firm. 

Standard grades of ready mixed paints 
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are $4.25 per gal.; linseed oil is 88c. per 
gal., in barrels; turpentine is 82c. per gal., 
and white lead is $13 per 100 Ib. 

Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 
12% lb. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are soid at $3.50 
per gal., medium grades at $4 and high 
grades at $4.25 per gal. 


Sheet Metal Goods.—The Berger Mfg. 


‘Co., Canton, Ohio, and also other makers 


of roofing, have announced a reduction 
in prices of about 10 per cent or more. 
This is largely due to the continued de- 
clines in prices of galvanized sheets. 
Jobbers now quote to the trade as 
follows: Conductor pipe, crated and 
nested, 6634, per cent off; crated but 
not nested, 6414 per cent off; eaves 
trough, crated, 744% per cent off; ridge 
roll, crated, 74 per cent off. 


Wire Products.—There is no better- 
ment in the new demand for nails or 
wire, and prices are only fairly strong. 
Buyers are still placing orders only 
for small lots to meet current needs. 


No. 9 galvanized wire is now 3.10c. and 
galvanized No. 9 is 360c.; galvanized 
barbed wire, four-point cattle is now 3.50c. 
and four-point hog $3 per 100 Ib. in 80-rd. 
spools. The recent reduction of.$5 per ton 
in wire and wire products has not increased 
the demand to any extent, the trade still 
feeling that lower prices are likely before 
long. Jobbers and consumers are buying 
wire and wire nails in small lots to meet 
actual needs, not being inclined to stock up 
until it is more clearly defined what prices 
are going to do. Local jobbers continue to 
quote wire nails from store at about $3.35 
774 ed keg, plain wire at $3.10, base, per 
100-1b. 


CINCINNATI 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg. 
Cincinnati, July 2, 1921. 
TMHE hardware trade in this district 
is just now experiencing somewhat 

of a dull period, but hardly any more 
so than is customary at this season of 
the year. Reports for the first half- 
year’s business are very satisfactory, 
local jobbers reporting that their vol- 
ume compares favorably with the sim- 
ilar period of last year, despite the fact 
that prices for a great part of the time 
averaged approximately 10 per cent 
lower. A great many dealers, too, re- 
port the first six months of the year as 
very good, and numerous cases of in- 
creased business are on record. 

The past two weeks have shown a 
considerable falling off in the volume 
of sales. Seasonable goods only are in 
demand, and jobbers report that it is 
almost impossible to interest the deal- 
ers in futures. The policy of hand to 
mouth buying will no doubt be ad- 
hered to for the balance of the year. 
Whether this will work out as expected 
is problematical, according to parties in 
close touch with the trade. Should a 
business revival set in there would un- 
doubtedly be a scramble fof goods, as 
stocks in dealers’ hands to-day are at 
the lowest point in years, and even job- 
bers, who usually make it a point to 
have their warehouses well supplied, 
are short of some items. Many orders, 
but small quantities, truly defines con- 
ditions as existing to-day. 

Very few price changes have been 


received during the past two weeks, 
but jobbers expect a number to come 
through right after the first of the 
month. Of course, many rumors are in 
circulation as to what prices will do on 
certain articles, and this has a tendency 
to restrict purchases to the smallest 
possible order. The trade has settled 
down for the usual summer calm, but 
predictions are made that beginning in 
August the hardware business will 
show a substantial and healthy in- 
crease, 

Perhaps the most gratifying feature 
of the trade is the uniform promptness 
of collections. Jobbers report that, 
with the exception of certain districts 
where tobacco raising is the principal 
industry, collections are exceptionally 
good, and dealers are discounting their 
bills promptly. 

Alarm Clocks.—The interesting thing 
about alarm clocks these days is the 
slackness of demand. Nine months ago 
jobbers could not see where they were 
going to get enough clocks to fill even 
their back orders, without taking into 
account normal new business. Makers 
were then telling jobbers how many 
clocks they would be allotted during the 
year. To-day the situation is reversed. 
The demand has fallen away to prac- 
tically nothing, jobbers have filled their 
orders and in some instances have sus- 
pended further shipments from fac- 
tories. There are plenty of clocks to 
fill the needs of the country, according 
to one buyer, who advances the theory 
that the present industrial depression 
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has something to do with the lack of 
sales, in that many workmen, being 
unemployed, have no need of alarm 
clocks, and the normal demand caused 
by breakage, etc., is thus eliminated. 
At ‘any rate, jobbers are in a better po- 
sition as regards stocks than they have 
been for several years. 


Aluminum Ware.—The past month 
has witnessed fair sales of aluminum 
ware. Presents for June brides no 
doubt stimulated the demand. No fur- 
ther price changes have been announced, 
and none are anticipated for the time 
being at least. 

Axes.—Axes are moving slowly. 
Some small orders for fall delivery 
have been placed, but it will be a month 
or six weeks before real buying com- 
mences. Jobbers’ stocks are in good 
shape, but the same cannot be said for 
the dealer, who has been purchasing 
only to fill immediate needs. Prices are 
unchanged, as follows: 


2% |b. single bitted, unhandled axes, 
$14.60 per doz.; 3% Ib. dvuuble bitted un- 
handled axes, $19.00 per doz. 


Automobile Accessories—The de- 
mand for accessories has slackened up 
somewhat. A close check kept by one 
local jobber in his accessories depart- 
ment, however, indicates that sales are 
fully equal to last year, and this de- 
spite the fact that there was practical- 
ly nothing moving during January and 
February. Asked to account for the 
present situation, the manager of the 
accessories department of the above 
jobbing house stated that, in his opin- 
ion, the possibility of lower prices, 
which the dealers expect to mature 
shortly, is perhaps the chief reason for 
the present quiet period. Dealers who 
normally buy in quantities are paring. 
down their orders to the smallest pos- 
sible amount, and this despite the fact 
that business in a retail way is good. 
It is plainly the intention of dealers not 
to be caught with large stocks, as was 
the case last fall when the slump hit 
them. Locking devices continue in de- 
mand, and tires are moving only fair- 
ly well. 

Bread Makers.—A reduction in prices 
of bread makers has been announced, 
effective July 1. Local jobbers will put 
the changes into effect on that date. 
The decline amounts to approximately 
$3 per dozen, the size formerly selling 
at $45 per dozen being now $42, and the 
$36 per dozen size being reduced to $33. 

Builders’ Hardware.—The building 
situation is interesting from the fact 
that an investigation, similar to the 
Lockwood investigation in New York, 
has been demanded by the Building 
Trades Council into the building sit- 
uation in Cincinnati. The demand came 
as a result of charges, made at a re- 
cent meeting to discuss the situation, 
that there was collusion between the 
building contractors, the supply men 
and union labor to keep the price of 
building up. Formal charges will like- 
ly be made with the district attorney, 
and a grand jury investigation ordered. 
In the meantime new buildings continue 
to go up in various parts of the city, 
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and as a result builders’ hardware is in 
good demand. No price changes have 
been made recently, and none are an- 
ticipated. 

Bolts and Nuts.—The demand for 
bolts and nuts has been fair during the 
past two weeks, but the prospects for 
the immediate future are not encour- 
aging, as it is reported that a number 
of the heaviest users will close down 
for a period of several weeks. Price 
revisions have been made by some job- 
bers and supply houses within the week, 
bringing prices down to where they 
were for a period of ten days during 
the month of April. Stocks are in fair- 
ly good shape to meet all demands, 
though some sizes are reported short. 

Jobbers quote: Machine bolts, small sizes, 
60 and 10 off; larger sizes, 50 and 10 off. 
Carriage bolts, sniall sizes, 60 off; larger 
sizes; 50 off; Stove bolts, 75 and 10 off; 
semi-finished nuts, small sizes, 70 and 10 
off; larger sizes, 65 and 10 off 

Carbon Drills.—A reduction approxi- 
mating 20 per cent has been received 
from manufacturers of carbon drills, 
and local jobbers have changed their 
quotations accordingly. The demand 
has been fairly good recently, and 
stocks are not large. 

Jobbers quote carbon drills at 50 off list. 

Eaves Trough and Conductor Pipe.— 
Sales have fallen off considerably dur- 
ing the past two weeks, but there is 
still some material moving. Prices are 
unchanged, though reductions are an- 
ticipated. Jobbers quote: 

28 gauge, 5-in., single bead, eaves trough, 
$4.85 per 100 ft.; 28-gauge, 3-in., corrugated 
conductor pipe, $4.70 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.65 per doz. 

Galvanized Ware.—There is nothing 
new to report. Stocks are in -good 
shape to meet the demand, which is 
only fair. Prices are unchanged, job- 
bers quoting: 


Galvanized pails, 10-qt., $2.50 per doz.; 
12-qt., $2.80; 14-qt., $3.20; 16-qt., $4.00. 
Galvanized tubs, No. 0, $6.00 per doz.; 


No. 1, $7.80; No. 2, $8.40; No. 3, $9.60. 


Glass.—The demand is steady, and 
jobbers are satisfied with the business 
offering. Prices are unchanged, and 
none are anticipated for some time. 

Jobbers quote: Single strength A, all 
sizes, 81 per cent discount; double strength 
ull sizes, 83 per cent discount; plate 
and 10 per cent discount. 

Ice Boxes.—The hot weather has cre- 
ated a great demand for ice boxes. The 
season is over as far as jobbers are con- 
cerned, but local dealers, confident that 
they will be able to replace their stocks 
at lower prices, are making concessions 
to move their goods. 

Nails.—It is reported that Pittsburgh 
district mills are equalizing freight 
rates on wire nails to meet prices 
named by manufacturers in southern 
Ohio. Figuring back this would mean 
about $2.92% per keg, Pittsburgh. The 
demand contihues ‘fair. No further 
price changes are reported, and all job- 
bers are quoting: 

Wire nails, $3.50 per keg. 

Oil Stoves.——The demand for oil 
stoves for summer cooking activities 
continues steady. Dealers report sales 
as very good, and that they will move 
practically all of their stock. 





aa, 
glass, 75 


base. 
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Percolators.—Effective July 1, cof- 
fee percolators will be reduced approx- 
imately 5 to 742 per cent. Local job- 
bers have received intimations to this 
effect, but have not had an opportunity 
to figure out new prices. The reduction 
will be put in as soon as received. 

Post Hole Diggers.—A reduction has 
been made in post hole diggers, and lo- 
cal jobbers have changed their quota- 
tions accordingly. 


Eureka and Champion 
at $15.00 per dozen. 


Jobbers 
post hole 


Paints and Oils.—The demand keeps 
up wonderfully well, though not on such 
a pressing scale as has been the case 
for some time past. Nevertheless, job- 
bers and dealers are extremely grati- 
fied at the volume of sales. There has 
been a slightly improved demand for 
linseed oil and turpentine, but not in 
sufficient volume to move the price up. 


quote 
diggers 


Jobbers quote: Linseed oil, in single 
barrels, 92c. per gallon; turpentine, in 
single barrels, 82c. per gallon; white and 
red lead, 13c. per Ib. 


Rope.—A further reduction of 2c. a 
Ib. is reported in the price of manila 
rope. Sisal remains unchanged. 

Jobbers quote, first quality manila rope, 
16%c. per lb.; sisal, 10%c. per Ib. 

Rivets.—A reduction approximating 
25 per cent has been made in rivet 
prices since last report. 


Jobbers now quote rivets, 7, 
at 65 off list. 


and smaller, 
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Sash Cord and Sash Weights.—Sales 
are fair. No further price changes are 
reported, and jobbers continue to quote: 

No. 7 braided sash cord, 32c. Ib.; 
sash weights, $2.30 per 100 Ibs. : 

Screws.—Some reductions have been 
made by local jobbers. Sales are run- 
ning light, with stocks in good shape. 
__Jobbers quote: Machine screws, all sizes, 
7 «off; cap screws, 55 and 10 off; set 
screws. 60 and 10 off; coach screws, 60 
off; wood screws, 721%, and 20 off 

Wire Products.—Sales of wire cloth 
continue heavy, and further shipments 
from manufacturers have been neces- 
sary to take care of. the demand. Other 
lines of wire products are quiet. 
Prices are unchanged, though it would 
not be surprising if some announce- 
ments of an interesting nature were 
shortly forthcoming. 


Jobbers quote: Black painted wire cloth, 


per 





12-mesh, $2.40 per 100 sq. ft 6-in., 4-pt. 
cattle wire, $4.05 per spool; poultry netting, 
15 off; No. 9 annealed wire, $3.60 per 100 
Ibs. 


Wheelbarrows.—Building, road con- 
struction and street repair work have 
stimulated the demand for wheelbar- 
rows, and jobbers have again been 
forced to order from manufacturers. 
Lower prices are anticipated in the 
near future, but nothing definite has 
been received in regard to the matter. 
Jobbers quote: 


Full bolted wooden barrows, set up, $4.00 
each; steel tray barrows, $6.00 each. 
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3725 Colfax Ave. So., 
Minneapolis, Minn. 
June 27, 1921. 


NDICATIONS are that the amount 
of retail business for June will be 

somewhat below that of May. A gen- 
eral survey of conditions brings reports 
that business appears to be a little 
slower than in May but still is fair. 

Heavy advertising at reduced prices 
brings in a good volume of business at 
a fair margin of profit. The public 
apparently is not willing to buy goods 
sold on the old time war margin. In 
watching results from advertisements 
it has been noted that were goods are 
at or near prewar prices, and a real 
bargain, it is not difficult to sell them 
in good quantities. This is not only 
true of hardware but of other lines 
as well. 

The possibility of a total ‘volume of 
business equal to that of last year has 
entirely faded away, and there was no 
rightful reason for expecting it. How- 
ever, conditions seem to be on a firmer 
basis and business is gradually building 
itself up for a steady climb back to 
normal. 

Price changes have been compara- 
tively few and unimportant. 

Builders’ Hardware.—As far as the 
Twin Cities are concerned there is a 
very good increase in the amount of 
building permits being taken out as 
against last month. Practically all of 
these are for house construction. The 
sales of builders’ hardware in small 
lots and also over the counter continue 
good. Sales in the smaller cities in 
this territory are small and show 


scarcely any improvement as very little 
building is going on. There have been 
a few comparatively unimportant price 
changes amounting in most cases to 
not more than ten per cent. 
Axes.—There is no active demand 
for axes at this time, most of sales in 
a retail way are to parties going camp- 
ing or to the lakes for the summer, 
consequently the total volume is very 


small. Prices remain as last quoted. 
We quote from local jobbers’ § stocks 
Single bit $14.50, double bit $19.50, base 
weights. 

Brads—Sales of brads are con- 


sidered as very fair due to improved 
local building conditions. Stocks are 


ample. There has been a slight revi- 
sion in prices. 

We quote from local*® jobbers’ § stocks 
Brads in bulk, 70-10 per cent; in packages, 
70 per cent. 


Bolts.—Up to the present time the 
sales of bolts are not showing im- 
provement commensurate with the im- 
proved sales of other lines. Jobbers’ 
stocks are ample. There has been a 
decline in price on stove bolts. 


We quote from local jobbers’ stocks 
Small carriage bolts, 50 per cent: large 
carriage bolts, 45 per cent: small machine 
bolts, 50-10-5 per cent: large machine bolts, 
50-5 per cent tove bolts 70-10 per ent; 
lag screws, 50-10-5 per cent 


Eaves Trough Conductor Pipe and 
Elbows.—The demand for this line is 
very good and is still showing some 
improvement as building construction 


progresses. Prices remain firm as last 
quoted. 

We quote from local jobbers’ stock 
Eaves trough 28 gage. 5 in lap oint 
single head, $5.25 per 100 feet; conductor 
pipe, 28 gage, corrugated, 3 in., $5.40 per 
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100 feet; elbows, 3 in., corrugated, $1.72 
per doz. 

Files—Demand continues of fair 
volume only. Bulk of sales are very 
small. Stocks are fairly large and 
prices remain firm as last quoted. 

We quote from local jobbers’ stocks: 
Nicholson files, 50-10 per cent from. list; 
Arcade, 60-10 per cent from list. 


Galvanized Ware.—There is possibly 
a little improvement in this line, al- 
though it is barely noticeable; sales 
being practically the same as last week. 
Stocks are ample. There has been a 
slight decline on the heavy galvanized 
tubs which showed no change when the 
standard tubs declined recently. 

We quote from local jobbers’ stocks: 


Standard No. 1 galvanized tubs, $6.84 per 


doz.; Standard No. 2, $7.70 per doz.; 
Standard No. 3, $6.00 per doz; Heavy gal- 
vanized No. 1, $18.00 per doz.; No. 2, $20.50; 
No. 3, $22.80 per doz.; Standard 10 quart 
galvanized pails, $2.40 per doz.; Standard 
12 quart, $2.64 per doz.; Standard 14 quart, 
$2.95 per doz.; 16 quart galvanized stock 
pails, $4.50 per doz.; 18 quart, $5.13 per doz. 


Glass and Putty.—Demand is getting 
very light in a strictly retail way, al- 
though wholesale business continues 
fair. Prices show no change. 

We quote from local jobbers’ stocks: 
Single 80 per cent; double 82 per cent 
from standard lists. Putty $5.15 per cwt. 
for commercial in bladders. 

Hose.—The weather being unusually 
warm and dry for this season of the 
year has stimulated sales in hose so 
that a very nice volume of business 
was done during the past week, in spite 
of the fact that sales are usually quite 
at this time. Prices continue as at 
opening of season. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5-ply 
rubber, %-in., 14c. per ft.; %-in. cotton, 
13%c. per ft. 

Ice Cream Freezers.—The continued 
warm weather is helping out the sales 
of ice cream freezers which had been 
lagging considerably, largely on ac- 
count of high prices. Jobbers’ stocks 
are in good condition to take care of 
the demand. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
White Mountain, 1 quart, $3.40; 2 quart, 
$4.00: 3 quart, $4.65; 4 quart, $5.80; 6 
quart, $7.25; 8 quart, $9.50; Acme freezers, 
2 quart, $11.50 per dozen; 4 quart, $19.75 
per dozen. 

Lawn Mowers.—Although it is ordi- 
narily at the close of the season at this 
time a surprising number of sales are 
being made where special prices are 
advertised. This means that the re- 
tailer is taking a smaller margin of 
profit as the wholesale prices remain 
firm. It is possible that some jobbers 
may be shading prices but if so it is 
not generally known. Prices as last. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C. FE. 
and L, at 25 per cent off list. Riverside, 
ball-bearing, at $9.50 each. 

Nails.—Sales of nails are naturally 
improving as buildings progress, but 
because of the average condition over 
the territory the sales are not large. 
Sales in the Twin Cities are about nor- 
mal. There has been a further decline 
in the price of cement coated nails. 





We quote from local jobbers’ stocks: 
Bright wire nails. $4.10 base; cement 
coated nails, $3.25 base 

Paper.—Sales of building paper are 


improving along with the building im- 
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provement, and sales are very fair 
everything considered. Prices as last 
quoted. 

We quote from local jobbers’ stocks: 
Parrets No. 2 tarred felt, $2.95; threaded 
felt, $1.78; slatters felt, $1.30; No. 20 red 
rosin, 48c. per roll; No. 25, 60c. per roll; 
No. 30, 72c. per roll. 

Poultry Netting.—The bulk of the 
sales for the season is, of course, over. 
There is a small volume of business 
being done. Prices remain as fixed 
for the season. 

We quote from local jobbers’ stocks: 
Hexagon poultry netting, 40-10 per cent 
from standard lists. 

Rope.—Sales of rope can be con- 
sidered only as fair, although with an- 
other decline in effect this week the 
price of rope has suffered more heavily 
than almost any other item in hardware 
stocks. 


We quote from local jobbers’ stocks: 
Pure manila rope, 17%c. per Ib. base.; 
pure sisal rope, 14%c. per Ib. base. 


Sandpaper.—Sales of this line are 
just about holding their own as com- 
pared to previous weeks. Prices have 
shown no decline as expected. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 
Garnet paper at $15 per ream. 

Sash Cord.—Sales of sash cord con- 
tinue very satisfactory in and around 
the Twin Cities, but remains of small 
volume in the territory in general. 
Prices remain firm as last quoted. 

We quote from local jobbers’ stocks: 
Silver Lake No. 8, at 65 cents per Ib.; 
ordinary braided cotton cord No. 8, at 33 
cents per Ib. 

Sash Weights.—There is a gradual 
improvement in the demand for sash 
weights, and prices have shown a sub- 
stantial decline since last quotations. 

We quote from local jobbers’ stocks: 
Sash weights, cast iron, $2.50 per cwt. 

Screen Doors and Windows.—On the 
whole sales during the season coming 
to a close have not been very satis- 
factory, demand being very light. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Common screen doors, $29.40; fancy screen 
doors, $34.80 per doz. Window screens: 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extension, 24-in., $7.70 per doz. 

Screws.—Sales are possibly a trifle 
better, but continue of small volume 
as compared with other years. Stocks 
are readily obtainable from the jobber. 
Prices remain firm as last quoted. 

We quote from local jobbers’ stocks: 
Flat-head bright screws, 75-10 per cent; 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 50 per cent. 

Solder.—The demand for solder con- 
tinues of fair volume. The recent ad- 
vance in price was followed this week 
by a decline of one and one-half cents 
per Ib. 

We quote from local jobbers’ stocks: 
Half and half solder, 23 cents per Ib. 


Steel Sheets.—Scarcely any more in- 
terest is being shown in steel sheets in 
this territory. Prices do not stimulate 
business in this line, apparently. There 
has been a further decline in prices 
from jobbers’ stocks. 


We quote from local jobbers’ stocks: 
28 gage black sheets, $5.35 per cwt.; 28 
gage galvanized sheets, $6.35 per cwt. 
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shall pay a duty of 1 cent each and 
30 per centum ad valorem: Provided, 
further, That all articles specified in 
this paragraph, when imported, shall 
have the name of the maker and be- 
neath the same the name of the coun- 
try of origin die-sunk conspicuous- 
ly and indelibly on the blade or shank 
or tang of each and every blade and 
on safety razors and parts thereof. 

“Par. 359. Surgical and dental in- 
struments, or parts thereof, composed 
wholly or in part of iron, steel, copper, 
brass, nickel, aluminum, or other metal, 
finished or unfinished, valued at not 
more than $5 per dozen, 60 cents per 
dozen; valued at more than $5 per 
dozen, 12 cents per dozen for each $1 
per dozen of such value; and in addition 
thereto, on all of the foregoing, 35 per 
centum ad valorem: Provided, That 
all articles specified in this paragraph, 
when imported, shall have the name of 
the maker and beneath the same the 
country of origin die-sunk conspicu- 
ously and indelibly on the outside, or 
if a jointed instrument, on the outside 
when closed.” 

Pliers, pincers and nippers of all 
kinds pay rates ranging from 8 cents 
to 12 cents each, according to size, and 
25 per centum ad valorem. 

Files are charged with duty at rates 
ranging from 25 cents to 77% cents 
per dozen, according to sizes. 

Following are the paragraphs impos- 
ing duties on sporting guns and pistols: 

“Par. 365. Double and single bar- 
reled sporting breech-loading and re- 
peating shotguns, rifles, and combina- 
tion shotguns and rifles, valued at not 
more than $5 each, $1.50 each; valued 
at more than $5 and not more than $10 
each, $4 each; valued at more than $10 
and not more than $25 each, $6 each; 
valued at more than $25 each, $10 each; 
and in addition thereto, on all of the 
foregoing, 35 per centum ad valorem; 
barrels for sporting breech-loading 
shotguns and rifles, further advanced 
in manufacture than rough bored only, 
$4 each; stocks for sporting breech- 
loading shotguns and rifles, wholly or 
partly manufactured, $5 each; and in 
addition thereto, on all of the foregoing, 
40 per centum ad valorem; on all parts 
of such guns or rifles, and fittings for 
such stocks or barrels, finished or un- 
finished, 45 per centum ad valorem: 
Provided, That all sporting breech- 
loading shotguns and rifles imported 
without a lock or locks or other fittings 
shall be subject to a duty of $10 each 
and 40 per centum ad valorem. 

“Par. 366. Pistols: Automatic, mag- 
azine, or revolving, and parts thereof 
and fittings therefor, valued at not more 
than $4 each, $1.25 each; valued at 
more than $4 and not more than $8 
each, $2.50 each; valued at more than $8 
each, $3.50 each; and in addition there- 
to, on all of the foregoing, 25 per 
centum ad valorem.” 

Watches and Clocks 

Watch movements are made dutiable 
by paragraph 367 according to a very 
complicated schedule ranging from 75 
cents on movements of less than seven 
jewels, up to $10.75 each on those hav- 
ing more than seventeen jewels. Move- 
ments, dials and cases alike are re- 
quired to show the country of origin. 
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A Garage Set 
that’s easy to handle 


ERE’S a garage set that’s packed complete in a box. 
It is sold direct from your counter—no more search- 


ing for the right length of track, no more time killing at aaecle ; 
ith cach McKinney Complete 


assembly of bolts, hinges or handles. All your customer Garage Set are packed detailed 
Y : f / - drawings and directions. Your 

has to know is the size of his garage entrance. You can customer can hang his own ga- 
rage doors. These sets make 


tell him the rest. It’s printed on the end of the box. possible @ wide choice of dis- 

tinctive entrances and cut down 

building costs. Send for de 
scriptive booklet. 


These garage sets are for all sizes and all types of 
doors—swinging, sliding-folding and ‘‘around-the-cor- 
ner’. Each box contains all the necessary hardware— 
even the track. , 


You will readily see the advantages of handling McKin- 
ney Complete Garage Sets when you read our illustrated 
booklet. This pictures the various types of McKinney 
hung doors, gives floor plans and describes each set from 
a hardware merchant’s point of view. Send for this 
booklet today. 








McKINNEY MANUFACTURING CO., Pittsburgh 


Western office, Wrigley Bldg., Chicago. Export Representation. 


MCKINNEY 


Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 















































One Man Bumper with Inter- 
changeable Bracket Arms 


The New Era Duplex Bumper is said 
to be built along the line differing 
entirely from any other model. It is 
the product of the New Era Spring 
& Specialty Co., Grand Rapids, Mich., 
and has interchangeable bracket arms 
that permit one bumper to fit on any 
model car. For example a man might 
buy a bumper for a Buick and then 
decide to use it on a Franklin car he 
would only have to exchange the brack- 
ets and the bumper would be all right 
on the Franklin car. 

The Duplex principle gives the car 
added protection as it increases the 
bump warding radius greatly and 
would prevent damage caused by bumps 

















New Era Duplex Bumper 


that would otherwise escape the ordi- 
nary bumper by going under or above 
the channel bar. 

This bumper is very substantial and 
is finished in either all black or a com- 
bination of nickel and black 

3ecause of the interchangeable brack- 
ets one man can make the installation 
of this bumper which complete weighs 
from 30 to 40 pounds. 


Bosch Fittings for Fords and 
Fordsons 


Two new products which have been 
placed on the market by the American 
3osch Magneto Corp., Springfield, 
Mass., and have proved especially in- 
teresting to the trade are the new 
shaft-drive Bosch Magneto Attach- 
ments for Ford cars and Fordson trac- 
tors. Each of these attachments is 
made up of a standard Bosch Magneto 
with a fitting for mounting it on the 
engine. The magneto is driven by a 
rotating shaft which extends from 
gears mounted on the cam shaft to the 
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This is the touring season 














Bosch Fitting on Ford 


magneto. The fitting is simple, rugged, 
and compact. It can be easily installed 
without removing any vital part of the 
engine. 

Service stations as well as the trade 
in general have found in the new Bosch 
Shaft Drive Fitting for Ford cars and 
Fordson tractors an opportunity to 
work up additional sales. The outfits 
are not only very practical, but be- 
cause of their unusual neat appear- 











Bosch Fitting on Fordson 


ance and simplicity, they can be easily 
sold. 

When the Bosch Ford Attachment 
is fitted to the Ford engine the old dis- 
tributor coils and the “mystic maze” 
of wires is done away with, the mag- 
neto furnishing high tension ignition 
current without the use of step up 
coils. If the car has starting and light- 
ing equipment the battery is used for 
that work alone. The Bosch fitting 
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operates noiselessly and the only at- 
tention it requires is an occasional turn 
of the grease cup on the shaft. 


Electric Windshield Cleaner 


Driven by a small, yet powerful sta- 
tionery motor, the Dougherty Storm- 
King Electric Windshield Cleaner 
keeps the shield glass clean and clear 
permitting perfect vision from the driv- 
ing seat and requires no attention. It 
is the product of The Dougherty Mfg. 
Co., 273 Lafayette Street, New York, 
and is easily applied to any model car. 

The Storm-King cleans the wind- 
shield both inside and outside, is of all 





Storm-King Electric Windshield Cleaner 


metal construction, simple in design, 
with no frictional parts, hence no wear 
and tear nor expense in unkeep. Once 
applied it requires no further atten- 
tion. It comprises a small metal tube 
housing a chain drive proportion- 
ately small, geared to the electric mo- 
tor which is securely fastened at one 
end all self-contained and lead wires 
for connecting at either end for fast- 
ening at inside of top to windshield. 

- The total weight is five and one-half 
pounds. The current consumption is 
equal to that of one side lamp and the 
motor will run on the starting battery 
or five dry cells. A push and pull 
switch is part of the motor. To apply 
the cleaner complete the two clamps 
are screwed to the top of the wind- 
shield. It does not interfere with the 
movement of the windshield. 

This cleaner may be furnished in any 
desired length in nickel or japanned 
black finish. The cleaner works across 
the entire surface of the shield, keep- 
ing it clear and clean without forcing 
the driver to take a hand from the 
steering wheel. 
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Multiple Casement 
Window Hardware 














| Sun porches, sleeping porches, dows may be tightly closed with- 
| conservatories and similar con- out disturbing screens. 

| struction call for special hard- Every hardware dealer should 
| ware. be in position to supply the de- 
} R-W AiR-Way window hard- mand for R-W AiR-Way Multi- 
| ware is, without a doubt, the ple Casement Window Hard- 
| most useful of all hardware de- ware. If you are not, ‘we sug- 
] signed for this purpose. gest that you prepare yourself. 


It allows rid degree of — First of all ask us to send you the lat- 


dow opening desired, or the win- est copy of our AiR-Way Catalog U C 4 


| Richards-Wilcox Mfé. AG 


' AURORA. ILLINOIS.U S.A. 


R ILIS 
N FRANCISCO 




















A hanger for every door that slides. 
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Substantial Portable Step 
Ladder 


Step ladder accidents are apt to 
cause personal injury from which one 
may never recover. Legs may be 
broken, valuable articles may be broken, 
and in general a poorly made step 
ladder is a menace to home and factory 
safety. 

To overcome the dangerous features 
found in common models the Tuckaway 
Folding Ladder Co., Inc., Trinity Build- 
ing, New York, has perfected a very 
substantial and good looking step lad- 
der known as the Tuckaway Folding 
Ladder. The name is derived from the 

















Showing Tuckaway Ladder Set Up, Also 
Side and Front View Folded 


fact the ladder may be tucked away 
behind a door or in a closet corner. 
When folded its dimensions are 2% x 
7% x 52 inches and its weight 15 
pounds. It may be carried as easy as 
a suitcase or hung on an ordinary 
clothes hook. 

All steps are riveted and there are 
no nails to loosen. When set the ladder 
will easily sustain more than twice 
the weight of the heaviest person and 
would hold up the average three men. 
It cannot collapse or slip. All parts 


are of metal and wood. The metal 
used is made entirely from cold rolled 
steel strips, heavily nickel plated. The 


wood uprights and top and bottom dis- ° 





Placed on the Market by Hardware Manufacturers 


tributors are tested, clear, straight 
grained white ash or white oak, thor- 
oughly air dried, dressed and varnished 
free from all defects. 

The steps are secured to the side 
rails or lateral uprights by means of 
steel fixtures which jaw like, grip the 
ends of the steps at the side rails. The 
steps which fold in the center are rein- 
forced and held together by means of 
riveting to the under sides. A special 
strong steel hinge is used. 

The jointless spreaders regulate the 
distance of the rear legs from the up- 
rights, which support the steps. When 
the ladder is opened the spreaders are 
locked in position by steel springs and 
cannot be closed until these springs are 
released. 


Unusual Walking Toy with 
Mythological Name 

“Old Weegy” has a rival for mystery 
in the Walking Wallapus, the new toy 
put out by The A. Schoenhut Co., Ad- 
ams and Sepviva streets, Philadelphia, 
Pa. 

This toy is composed of an inclined 
board about 26 inches long and 5 inches 
wide and a scientifically constructed 
wooden mythological animal called the 
Wallapus. The Wallapus himself is 
placed on top of the board, facing 
downward, from which he will imme- 
diately proceed to walk down the in- 
cline. He does it slowly, deliberately 
and very gracefully and at each move- 
ment he taps his nose and his tail on 








Walking Wallapus in Action 


the inclined board causing a very 
spooky sound, which is said to captivate 
the on-looker, who will want to see it 
done all over again many times. 

The toy is packed in a neat paste- 
board box 27 inches long with a hand- 
somely colored illustrated label. 


Handy Portable Electric Heater 


One of the latest appliances that has 
been put on the market by the Westing- 
house Electric & Mfg. Co., East Pitts- 
burgh, Pa., is what the company terms 

















Cozy Glow Electric Heater 


the “Cozy Glow” electric heater for 
domestic use. These heaters are de- 
signed primarily for use in bath room, 
sitting room, or in bedroom where heat 
is often wanted for only a short time. 
This portable reflecting heater can be 
picked up and carried to any place in 
the house as it will “plug in” to any 
lamp socket. It takes less than a min- 
ute for the heating element to come to 
full.heat after the current is on, and 
the current consumption being 600 
watts, the cost per hour for this con- 
venient heat is given by the makers 
as 6 cents at the 10 cent rate for 
current. 
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< This is a 16-foot body back of cab —> 
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Heavy Duty Autocar —only 156-inch Wheetbas— Chassis $4500 
F. O. B \rdmore a. 
Weight of Chassis. ; :' 7,150 pounds 
Weight of this Body and Cab , : , 2.600 “ 
Load ; , ; ‘ : a 10,000 ” 


Total over-all weight . . , ; only 19,750 “ 


Light chassis weight means economy in first cost, insurance, tire wear, gasoline con- 
sumption, license fees. It means carrying a full 5-ton paying load with less than 
20,000 pounds over-all weight, and a minimum of wear and tear on roads and 
bridges. 


Some Recent Purchasers of the Heavy Duty Auto Car 


Name and City Business Name and City Business 
Armington, Harvey F., Brighton, Mass.... . .Contractor Lombardy Trucking Corp., Brooklyn, N. Y Contractors 





Atlas Mixed Mortar Co., Los Angeles, Cal.. ..Mortar McCabe, J. P., Boston, a iotiae a Contr and Road Bldg 

Bennett, Chas., Contracting Co., Brook'yn . .Contractor MeGarry, Wm. P., Co. Brooklyn, ee ean . Contractor 
ee Se a, GE, PED, ccc cccecdcbecteeneceenne at Lumber McQuaid, E. J., Chicazo, Hll.......... ceccekeuekanunwnnn . Coal 
Ug eS ee ee ee -Street Construction Mote, H. L., Indianapolis, Ind........... Highway Construction 
Collier, R. W., Indianapolis, Ind............. Hauling and Road Bldg. O'Connell Co., J. P.. Boston, Mass....... . Contractor 
Ce I Boe ME, GU, ci ccccckbésdecceoteuce Contract Hauling Reider, A ts Indianapolis, Ind.......... Gravel and Road Bldg. 
Dade Lumber Co., West Palin Beach, Fla. ............000:: Lumber Ritorto, Domenick, Brooklyn, N. Y. «a .Contractor 
ih i i ckcaVebhesek eens cd ctbbecetevsk Cinder Contractor Rock Hill Quarry Co., West Manayunk, “Pa.. ‘ ee 
I a a vb Ee ov RU ake wb 6 Wee ed wae Oe ae Municipal Romich, Wm. G., Pottstown, Pa e+ -Rond Constr. Work 
Eastman, Geo. L., Co., Los Angeles, Cal............ Building Material San Gabriel Valley Lumber Co., San Gabriel, Oibivedanchanea Lumber 
East Coast Lumber & Sup. Co., Fort Pierce, Pla....Building Supplies Sheer, BW. BH. &.. Detrelt, Mie. .ccccscccuce ... Gravel Hauling 
Frick & Lindsay Co., Pittsburgh, (APS re Mill and Mine Supplies Shope, K. W., Indianapolis, Ind............... ‘ Highws ay Construe tion 
Gale Construction Co., ere aaa Contractors Smith, Edwin A., Philadelphia, Pa at . Builders’ Supplies 
Gordon & Harrison, Los Angeles, Cal............. Building Materials Somers, Fitler & Todd Co., Pittsbur gh, Pa Mi'l and Mine Supplies 
Gossett, M. S., Indianapolis, Ind............... Highway Construction South End Supply Co. Chicago, M1. ...-Coal and Bldg. Material 
Harris, E. D., Indianapolis, Ind.............. Hauling and Rd. Const. Stephens, W. D., Los Angeles, Cal....-. ; Sand and Grav. Hauling 
Hudson Lime & Cement (Co., Baltimore, Md...... .. Builders’ Supplies Walker. Jos., Construction Co., Ghent, N. Y ...Road Work 
Kolling, Wm., Indianapolis, Ind................ Highway Construction Wilkes-Casey Eng. & Constr. (o., New Rochelle Contractors 
Konigsberg, Samuel, Bayonne, N, J.........c0ccceeeecees Contractor Woerner, Andy, Indianapolis, Ind... sos Highway Construction 


Autocar short wheelbase is an advantage in narrow streets, congested traffic, warehouse elevators and 
night storage space. Heavy Duty Autocars cut the costs of big load hauling. Full details of all 
Autocar models on request. 


THE AUTOCAR COMPANY, Ardmore, Pa. 


Established 1897 


Autocar 


(June 16, 1921) Wherever there’s a road 























Notes of the Retail Hardware Trade 


Newark, N. J.—Ludlow & Squier, 
97 Market Street, desire the address 
of the manufacturer of “Delaware” 
lawn mowers. 

RICHLAND CENTER, WIs.—D. G. 
James has disposed of his stock. O. B. 
James is the purchaser. This town 
was given as Richmond Center in our 
issue of June 9. 


CIsSNA Park, ILt.—John Geiger, 
who has recently suffered a fire loss, 
will erect a new store building within 
the next few months. He requests 
catalogs on the following items: Auto- 
mobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks, heating stoves, heavy hard- 
ware, home barbers’ supplies, incuba- 
tors, insecticides, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop and wash- 
ing machines. 

GENEVA, IND.—Farlow Bros. have 
succeeded to the business of John 
Kelly. 

SoutH WHITLEY, IND. — Fox & 
Plattner, successors to Burnworth 
Bros., request catalogs on barn equip- 
ment, cutlery, dynamite, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, guns 
and ammunition, heating stoves, heavy 
hardware, home _ barbers’ supplies, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
washing machines and wheel toys. 


WINTERSET, IowA.—R. W. King is 
the new owner of the business formerly 
conducted by Benge & King. 


PINEVILLE, Ky.—The Russell-Barlow 
Hardware Co., Inc., has been incorpo- 
rated with a capital of $20,000 to con- 
duct both a wholesale and retail busi- 
ness in the following, on which catalogs 
are requested: Automobile accessories, 
automobile tires, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, garage hard- 
ware, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, linoleum and oilcloth, mechanics’ 
tools, paints, oils, varnishes and glass, 
refrigerators, shelf hardware, silver- 
ware, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

READFIELD, ME.—The stock of A. H. 
Wilson was recently damaged by fire. 


D=TROIT, MicH.—The Field Hard- 
ware Co., 1000 Field Avenue, is suc- 


cessor to Wilson Craig. The business 
was established 30 years ago. 


AvupuUBON, MINN.—Albert Swanson 
has disposed of his stock of hardware 
and implements to the Audubon Mer- 
cantile Co. 

CoLumBus, Miss.— The McGowan- 
Pegnes-Sherrod Hardware Co. is the 
new owner of the stock of the Columbus 
Hardware & Furniture Co. 


Kansas City, Mo.—The Bathurst 
Stove Co. has moved to a new location 
at 1407 Grand Avenue, where a stock 
of the following will be carried, in 
addition to a complete stock of shelf 
hardware: Electrical household spe- 
cialties, electrical supplies and equip- 
ment, flashlights, furnaces, heating 
stoves, kitchen housefurnishings, phono- 
graphs, refrigerators, shelf hardware, 
stoves, ranges and washing machines. 
Catalogs requested. 

Troy, Mo.—The hardware, harness 
and implement stock of John Dyer was 
destroyed by fire recently. 

New Brunswick, N. J. — Louis 
Cheiten & Son, 77-79 Albany Street, 
request catalogs on a general line of 
hardware. 

BLASDELL, N. Y.—Owens & Hopkins 
are successors to O. C. Salisbury. The 
new owners request catalogs on a gen- 
eral line of hardware, electrical goods, 
furniture, etc. 


BROOKLYN, N. Y.—Krassner & Rifkin 
have sold their stock to the Brooklyn 
Hardware Co., 312 Sutter Avenue. The 
concern does both a wholesale and re- 
tail business, and catalogs are requested 
on a general line of hardware. 

BROOKLYN, N. Y.— Johnston & 
Noesser have opened a store at 1174 
Flatbush Avenue. They also operate a 
branch store at 1158-1160 Myrtle Ave- 
nue, and request catalogs on a line of 
electrical and household specialties. 

LANGDON, N. D.—The John Howitz 
Co., successor to John Howitz & Son, 
has been incorporated with a capital 
stock of $30,000. - 

CLEVELAND, OHIO. — The Barker 
Hardware Co. will occupy its new store 
building about July 1. 

MILForD, OHI0.—A. W: Dietrich will, 
about July 15, open a hardware store 
here. His stock will consist of the fol- 
lowing, on which catalogs are re- 
quested: Automobile accessories, barn 
equipment, builders’ hardware, building 
paper, churns, cutlery, dairy supplies, 
flashlights, fishing tackle, garage hard- 
ware, guns and ammunition, hammocks 
and tents, heating stoves, kitchen house- 
furnishings, linoleum and oilcloth, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, refrigerators, shelf hardware, 
sporting goods, stoves, ranges and 
vulcanizing department. 

MIAMI, OKLA.—The Hunt-Cain Hard- 
ware, Inc., is the new name of the 
hardware business of R. T. Hunt. 

JASPER, TENN.—The F. T. Patton 
hardware stock was recently damaged 
by fire. 

MEMPHIS, TENN.—The interest of 
Samuel Blair in the Bond Hardware 
Co., 205 South Main Street, has been 
purchased by Mason C. Jones. The 


business, which is wholesale and retail, 
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will be conducted under the same name. 
The firm requests catalogs and price 
lists on builders’ hardware, tools, stoves, 
ranges and housefurnishing goods. 


MINERAL WELLS, TEx.—W. O. Huey 
has opened a store here. His stock will 
comprise a complete line of sporting 
goods, in addition to aluminumware, 
Pyrexware, fireless cookers and other 
household articles. Mr. Huey was 
associated with the Richards & Conover 
Hardware Co., Kansas City, Mo., for 
the past 32 years. Catakgs requested 
on sporting goods. 

RACINE, WIis.—The Lincoln Hard- 
ware Co. has succeeded to the business 
of the Hoenrle Hardware Store. Cata- 
logs are requested on the following 
lines: Automobile accessories, barn 
equipment, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
churns, crockery and glassware, cut- 
lery, dairy supplies, electrical household 
specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
kitchen housefurnishings, linoleum and 
oilcloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, sewing machines, 
shelf hardware, silverware, sporting 
goods, toys and games, vulcanizing de- 
= washing machines and wheel 
oys. 


RICHMOND, CAL.—John Opman, en- 
gaged in the hardware business at 
1700 Macdonald Avenue as John Op- 
man’s Hardware Store, is erecting a 
new building at 262 Sixteenth Street, 
which he will occupy when completed. 
Catalogs requested on automobile ac- 
cessories, automobile tires, bathroom 
fixtures, bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, dairy supplies, elec- 
trical household specialties, electricai 
supplies and equipment, flashlights, 
fishing tackle, garage hardware, ham- 
mocks and tents, heating stoves, incu- 
bators, kitchen cabinets, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
shelf hardware, silverware, sporting 
goods and washing machines. 

BONAPARTE, Iowa.—Hornbaker Hard- 
ware, successor to Hornbaker Bros., re- 
quests catalogs on a line of electrical 
supplies, lighting fixtures, etc. 

CoLFAx, IowA.—F. D. Stevenson has 
taken over the hardware and imple- 
ment stock of I. R. Thomas. 


JACKSON, Ky.—The Cope Hardware 
Co., conducting a retail, and some 
wholesale business, will move about 
Oct. 1 to a new location. Catalogs re- 
quested on a line of crockery and glass- 
ware, kitchen housefurnishings and a 
general line of hardware. 

MADISONVILLE, Ky.—R. C. Davis will, 
about Sept. 20, commence business here, 
handling a line of the following: Heat- 
ing stoves, kitchen cabinets, kitchen 
housefurnishings, linoleum and oilcloth, 
lubricating oils, phonographs, refriger- 
ators, sewing machines, _ sporting 
goods, stoves and ranges and wheel 
toys. 
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Here, we have found, is the 
rope the farm trade buys 


What rope can you--the hardware re- 
tailer—sell most easily and quickly and 
at a good profit to the farm trade? 


That, in an agricultural district, is an 
important question with us. We have 
found that you can do best with H. & A. 
“Blue Heart” Manila Rope and H. & A. 
“Red Heart” Sisal Rope, made by the 
Hooven & Allison Company of Xenia, 
Ohio. . For these reasons: 


H. & A. “Blue Heart” Manila Rope is 
guaranteed to equal the yardage and 
exceed the breaking strength and fibre 
requirements specified by the U. S. Gov- 
ernment Bureau of Standards. Any 
H. & A. “Blue Heart” Manila Rope 
found not as represented will be re- 
placed. 


Farmers know about this guarantee. I¢ 
has appeared for several years in very 
extensive big space advertising in a 
large number of leading farm journals, 
some of which are read in your territory. 
An absolute guarantee, wide advertis- 
ing, and a rope that is ani identified 
and lives up to its guarantee have 
created an especially strong demand in 
rural territory for this rope. For 
H. & A. “Red Heart” Sisal Rope, ad- 
vertised in conjunction with H. & A. 
“Blue Heart’ Manila Rope, a similarly 
strong demand obtains. 

Experience has shown us that these are 
the most profitable ropes that you can 
handle. Cash in on their popularity 
among farmer buyers. We can make 
prompt delivery. 


Knapp & Spencer Company 


Sioux City, lowa 
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News from the Hardware Manufacturers 


Mr. Horn’s New Position 


Norman E. Horn, superintendent of 
sale service, Winchester Repeating 
Arms Co., New Haven, Conn., is now 
the advertising manager as well, suc- 
ceeding W. I. Shigg who has resigned 
to become vice-president of a New York 
printing concern. Under the supervi- 


Norman E. Horn 


sion of Mr. Horn the sale and adver- 
tising departments will be combined. 
The new advertising manager joined 
the company in 1919 and soon after his 
connection organized the sales service 
department and has been in charge of it 
since. 

Previous to joining the Winchester 
Co. Mr. Horn was with Walter B. Snow 
and Staff for five years, specializing in 
engineering equipment and hardware. 
He was also manager of the merchan- 
dising research bureau of HARDWARE 
AGE. 

During the war he served as a lieu- 
tenant of the U. S. Aviation Corps. 


Winchester in New York 


With a complete stock of sporting 
gocds and hardware, the Winchester 
Co. will open a new retail store at 
Madison Avenue and _ Forty - third 
Street, New York. 

The main floor will be devoted to all 
kinds of athletic equipment for both 
men and women embracing even the 
sale of clothes to be worn by devotees 
of the various sports. The subway 
floor will be the hardware and house- 
furnishing section and will be very 
complete. 

John B. Swinney will be in charge 
of the store and will be assisted in 
the different departments by experts 
in their line. 


The Sprake Sales Co. 


About three years ago George .T. 
Sprake retired as a director of the 
Shapleigh Hardware Co. of St. Louis 
because Mrs. Sprake enjoyed better 
health in California. He settled here 
and organized the Sprake Sales Co., 
incorporated under the California state 
laws. 

Mr. Sprake was recognized as the 
dean of the hardware business of the 
Central West before coming to the 
Pacific Coast. 

Because of Mr. Sprake’s hardware 
trade knowledge and universal ac- 
quaintance among manufacturers and 
others with whom he came in contact 
during his many years of business ex- 
perience, it is perhaps not surprising 
that he should have been intrusted by 
some of America’s best hardware man- 


C. Edward Wood 


ufacturers to become their western rep- 
resentative. 

Among their accounts are the Bon- 
ney Forge & Tool Works, the Henry 
Cheney Hammer Corporation, Hartwell 
Bros., Inc., the Keystone Reamer & 
Tool Co. and the Wausau Abrasives 
Co. 

Mr. Sprake’s first hardware jobbing 
experience was with the Wyeth Hard- 
ware & Mfg. Co., St. Joseph, Mo. He 
began at the bottom of the ladder ana 
left that organization as stockholder 
and director to assume what he con- 
sidered more important duties with the 
Simmons Hardware Co. On the reor- 
ganization of the old Shapleigh Hard- 
ware Co. about twenty years ago, Mr. 
Sprake was taken in as a partner, 
where he continued until about three 
years ago, when he organized the 
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Sprake Sales Co. and became its presi- 
dent. 

C. Edward Wood, who lately became 
a partner and vice-president of the 
Sprake Sales Co., has also had a very 
wide and interesting hardware and 
automotive experience. 

G. P. Wilcox, secretary of the Sprake 
Sales Co., who began his hardware 
career with the Simmons Hardware 
Co., St. Louis, ably represents the 
Sprake Sales Co’s clients in southern 
California and east to El Paso. 

F. H. Chown was for more than 
twenty years identified with The Hon- 
eyman Hardware Co., Portland, as 
salesman and department manager and 
is in charge of the Portland office, which 
has charge of the states of Washing- 
ton and Oregon and including a por- 
tion of British Columbia. 

Prentiss N. Rice, who is manager of 
the Denver office, looks after the trade 
in the states of Colorado, Utah and 
Montana. 


Phillip Wyman, who has resigned as 
business manager of the “Save the 
Surface Campaign,” is remaining with 
the organization pending the selection 
of a successor. 


Mr. Catlin with Remington 


Charles P. Catlin has resigned as 
jobbing sales manager of the Oneida 
Community, Ltd., Oneida, N. Y., to be- 
come manager of sales promotion in 
the cutlery division of the Remington 
Arms Co., Inc., New York. 

Mr. Catlin is well known in hardware 
circles and has spent thirty-one years 
in the business. He has traveled sell- 
ing cutlery and hardware in the Mid- 
dle West and has been a buyer of 
cutlery. 














Charles P. Catlin 








